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Trade Credit 
Insurance Abroad 
Proves Successful 





European Alliances Being Formed 
by Heath Company; Greatly 
Increased Its Capital 


GOVERNMENT COOPERATING 


First Attempt of Companies in 
This Direction Proved Fail- 
ure; Recent Developments 


By A. C. Blackall 


London, June 5. 
The insurance of trade credits, which 
was recommenced several years ago in 
London, was on_ several occasions 
severely criticized as impracticable and 
unworkable, since it was a revival of 
a system in use many years before, by 


a number of the large offices, which had 
gradually fallen into disuse. 

The war brought such a changed con- 
dition of affairs and credit and exchange 
had suffered and collapsed in so many 
countries that the merchant’s position 


was by no means a happy one. With 
the idea of protecting themselves and 
incidentally keeping in the front rank 


of export trade, the 
pealed to the insurance 
assistance. 

The companies recognizing the dif- 
ficulties pertaining to the business and 
its hazardous nature, after conferences 
under government auspices with leading 
bankers, rejected the proposition. Their 
grounds for such action were that they 
were not in a position to procure the 
information necessary to the conduct of 
such an intricate business. Upon this 
decision the government extended its ex- 
port credit scheme, which to a limited 
extent proved successful. Its area, 
however, has been very restricted, largely 
due to the prudential restrictions which 
had to be enforced. The government is 
now preparing to extend its operations, 
particularly with a view to encouraging 
trade with Russia. 


merchants ap- 
companies for 


How Company Has Grown 


Undaunted by existing conditions and 
the non-success achieved by the insur- 
ance companies who operated on_ this 
side of the apr d in credit insurance in 
days gone by, C. E. Heath, one of the 
leading pecs underwriters, was the 
moving spirit in organizing the Trade 
Indemnities Insurance Co., Ltd., some 
six years ago.. Originally the capital was 
nominally £100,000 with £20,000 paid up. 
The success achieved during its short 
Six years of life has resulted in the com- 
Pany’s capital being increased to £250,- 
000 all paid up. Ever since its inception 
the company has energetically co-op- 
erated with the government on all points 
connected with the export credits 
scheme, and the latter has largely avail- 
ed itself of the practical advice of the 
chairman, Mr. Heath, and the under- 
writer, H. S. Spain. In fact, it is in a 
Vast measure due to their aid that the 


(Continued on page 26) 

















” PHOENIX 


Assurance Company, Ltd., 
of London 

100 William Street, New York 

A corporation which has stood the test of time! 


of successful business operation. World wide 
Absolute security. Excellent service and facilities. 


142 years | 
interests. 


Fire, —* Rents, Rental Values, Use & Occupancy, Tor- 
nado, Sprinkler, Leakage, Explosion, Riot & Civil Commotion. 


PHCENIX 


Indemnity Company 


75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, Bur- 
glary & Theft, Accident & Health, Golfers, Plate Glass. 
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sions for Agents. It aims to maintain until death the protection provided 


at the delivery of a policy. 


This is a golden service to Agents, to policyholders, and to beneficiaries 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
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Does It STICK? 

Not what is written, not what is delivered, but what sticks is the true 
test of real “business.” The policy in force at death is the only real insur 
ance. In times gone by written figures were the measure of prosperit: 
Then came the substitution of delivered figures. “Business that sticks” 
ought eventually to be the standard. 

We have an effective conservation system. It saves renewal commis 














VISION! 


| Vision is the ability to see ahead. 
of all successful institutions. 


ASSETS $23 MILLIONS 
INSURANCE IN FORCE $165 MILLIONS 
ALL ACCUMULATED IN FIFTEEN YEARS 


If you have the vision necessary to appreciate what a liberal general agency 
contract in a selected territory with a company that is making such tre- 
mendous strides will mean to you within the next ten or fifteen years, you 
will at once ascertain the reasons why our general agencies are such big 
successes. 


INTERNATIONAL LIFE INSURANCE COMPANY 
ST. LOUIS, MO. 


J. R. PAISLEY, President W. K. WHITFIELD, First Vice-President 
MASSEY WILSON, Chairman of the Board 


It is a big factor in the growth 

















Proceeds Held Not 
Taxable in Frick 
Case Decision 


All Proceeds Payable to Named 
Beneficiaries Exempt from 
Federal Taxation 


IMPORTANCE TO BUSINESS 


Gives Big Impetus to Insurance; 
Points of Decision; May Be 
Appealed by Government 


A decision of far-reaching importance 
to the life insurance business was handed 
down in the United States District Court 
at Pittsburgh this week in the case of 
the executors of the of the 
Henry C. Frick against the federal gov- 
ernment for the 


estate late 
im- 
posed upon the proceeds of insurance on 
Mr. Frick’s life, Judge W. H. S. 
Thomson in a lengthy opinion held that 
“the imposition and collection from the 
plaintiffs of $108,657, the 
tax in 


recovery of taxes 


when 


amount of the 
was without authority 
of law and in violation of the plaintiff's 
constitutional rights and that judgment 
for that amount should be entered for 
the plaintiffs with interest and costs.” 


question, 


Significance of Decision 


Subject to appeal to the higher courts, 
this decision exempts from taxation pro- 
insurance 


ceeds of life policies in any 


amount payable to named beneficiaries. 
The. amount of tax refunds that are af- 
fected by the 
able, even taking into consideration the 
$40,000 The 


constitutional general 


decision are very consider- 


exemption under the law. 


feature and the 
grounds of the presented by 


for the 


case were 


Frederick G. Dunham, attorney 


Association of Life Insurance Presidents. 


The decision should give enormous im- 


petus to the purchase of insurance by 


persons ol large means. 


At the time of Mr. Frick’s death, there 
were outstanding eleven policies. of in 
surance upon his life, four of which 
were payable to his wife, and seven to 


The 


these policies, which was payable to, and 


his daughter. aggregate amount of 
received by, the respective beneficiaries 
was $474,629. This amount, less $40,- 
000, was included in the gross estate of 
the decedent, which exceeding ten mil- 
lion dollars in amount, exclusive of the 
insurance, the tax rate of twenty-five 
per cent. became applicable under the 
statute, and the additional tax assessed 
to the estate on account of this insur- 
ance, was $108,657, the amount sought 
to be recovered. The policies in ques- 
tion were taken out by the decedent at 
various times, the first in 1874, and the 
last in 1901, their issuance varying in 
time from eighteen to forty-four years 
before his death. 

There were four classes of policies in- 


(Continued on page 12) 
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Up-to-date Underwriting 


Seventh Paper 


A certain agent advised a young unmarried man to invest in a small policy. a 
The youth was not interested. He was spending his entire income. He was " 
not thinking of marriage. Lessons of thrift did not appeal to him. But 7° 
he was shown that by making the insurance company his bank he could, by 
depositing a few dollars every quarter, instantly create a CAPITAL of $2,000. 
This proved attractive and he applied for $2,000 of insurance. b 

The agent kept him in mind and learned a few years later that he had " 
been married. By that time his income had increased, and so the agent per- D 
suaded him to take a new policy for $10,000. In less than a year a child was L 
born, and an additional policy for $8,000 was placed. A year later, on the : 
son’s birthday, the agent induced the father to take an Educational Policy to ci 
insure a college training for the boy. r 

The client prospered and became a partner in a brokerage house, and the st 
agent placed a Business Policy with the firm. 

His client made money and saved it. Then he was shown his need for $10,000 
of Inheritance Tax insurance, and the agent, recognizing that his client was stil! in- c 
adequately protected, ordered out an additional policy for $30,000, and delivered it. n 


Then he learned that his client’s father had died leaving no estate, and that c 
the widow was now dependent on her son. So he induced his client to take a , 
Survivorship Annuity to safeguard the old lady’s future. P 

Years slipped by and the client accumulated more capital. Now, the agent a 
knew that if he tackled him just then he might say that he no longer had need c 
for insurance; so he watched and waited, and after a time, during a period of 
financial disturbance, several banks and trust companies suspended, and many ' 
brokerage firms were ruined. The chent’s firm had a hard time and lost a great 
deal of money, but the partners borrowed on their Business Insurance and man- 
aged to pull through. After a while business became brisk again, and the client’s F 
income was still large, but he had lost his savings, and was living on so expensive 
a scale that he was laying nothing by for the future. So the agent went to him 
and showed him that, instead of trying to accumulate a large amount of new ; 
capital all at once, he could easily add a liberal amount of insurance to his hold- , 
ings without pinching himself. So the client took $100,000 more. 

Four years after that the client died, and the insurance matured. Then the 
Survivorship Annuity provided for the mother. The son, who was in college, y 
completed his education. —The client’s income was cut off, of course, but the 
business insurance enabled the surviving partners to make a fair settlement with 
the widow. The Inheritance Tax policy was not needed to pay taxes, but it 


went to the widow who then had an insurance estate of $150, 000 for inv estment. 
If this agent had been a mere salesman, and after insuring this man for $2,000 

had turned from him to give his exclusive attention to new clients, he would have 

lost a great deal of profitable business. 
It is the practice of The Equitable Life Assurance Society of the United States 

to train its agents not to be mere salesmen, but to be genuine life underwriters. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 3 


120 BROADWAY, NEW YORK 
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Announcements By 
Phoenix Mutual 


CHANGES COMING JULY 1 





New Rates for Number of Contracts; 
All Endowments on 344% Basis; Life 
Annuity Supplemented 


The Phoenix Mutual will make a num- 
ber of important changes in policy con- 
tracts and rates on July 1. At that time 
a new rate book will be ready for distri- 
bution to the agents. 

The principal changes were thus an- 
nounced by M. C. Terrill at the agency 
convention in Hartford this week: 

1. New rates for 10, 15, 25 and 30- 
Year Endowment plans. 

2. All Endowment policies will be 
placed on the 314% reserve basis. The 
Company will also publish rates for 16, 
17, 18 and 19-Year Endowments. 

3. New Single Premium Life and 
Kndowment rates. 

4. The’ Company has been issuing 

Life Annuity contracts with payments 
certain for a number of years and will 
now supplement those contracts with a 
cash refund Annuity providing for re- 
turning any balance of purchase price 
to the estate of the annuitant if the an- 
nuitant has not received in annuities a 
sum equal to the purchase price. 
5. The Disability benefit in the Com- 
pany’s 3% Life policies will be made 
similar to that which is being used with 
the 344% reserve policies. Term policies 
containing the Disability benefit may be 
converted within certain limits without 
medical examination to Life or Endow- 
ment policies and the new policy will 
contain a similar Disability benefit and 
without evidence of insurability. 

For use in connection with policies 
payable in installments for a_ limited 
period of years the Company will offer 
a Deferred Life Income agreement 
whereby the instalment may be made 
continuous throughout the lifetime of 
the specified beneficiary. This will be 
available for old Life policies on evi- 
dence of insurability. 





NEW INCOME BOND 





Phoenix Mutual to Issue a Participating 
Contract; Will Have High Ter- 


minal Value 


John R. Larus, associate actuary of 
the Phoenix Mutual, told the convention 
of that company in Hartford on Monday 
about the company’s new income 
hond. This contract will be participat- 
ing whereas the old policy was not. The 
cash value during the first ten years will 
be 110% of all premiums after the first 
year’s premium, thereafter being the full 
return of premiums. The contract will 
have a high terminal value which is the 
full American 344% reserve, with no evi- 
dence of health being required. It will 
contain the Premium Deposit Fund 
clause which is a special Phoenix 
Mutual provision, contained in all of the 
company’s contracts. 

The cash and death values will not be 
reduced by any payments made by the 
company because of disability benefits 
which may be incorporated. 

Another point is that the policy may 
be converted (as of original date), on 
evidence of insurability to any form of 
whole life or endowment insurance with 
annual premiums not exceeding the an- 
nual premium payable under it. Any 
excess in cash values will be refunded. 

Compared with old rates, the pre- 
Mums will be about 6% higher than the 
Non-participating income bond hereto- 
lore issued. Being participating the cost 
will gradually come down, the whole 
—— being a most attractive propo- 
sition, 


Frank A. Berthold led all the pro- 
ducers of the Mowry & Reinmund 


agency of the Aetna Life in New York 
ast month. 











GROVER CLEVELAND 


1837—1908 


The humble and the deserving may find many incen- 
tives in the life of Stephen Grover Cleveland, who had 
the double distinction of being the twenty-second and 
the twenty-fourth president of the United States. But 
if we hunted for the one marked attribute of his nature 
we might find it in a declaration he made when first 
elected governor of New York: “It is my purpose to 
make the matter of business engagement between the 
people of this state and myself, in which the obligation 
on my side is to perform the duties assigned me with an 
eye single to the interests of my employer.” Nothing 
of the self-seeker about that. Rather a man employed 
to do a job with his employer as his guiding star. How 


many of us can improve ourselves and our station by 
similarly conceiving our duty! 


But we can see even more in Grover Cleveland’s fight 
to get to the top and stay there. We notice that he was 
born in Caldwell, N. J., and that his father’s death 
started him plugging for a living at an early age. In 
1855 Buffalo found him in a law office, with but twenty 
dollars in his pocket. It was all he had. Four years 
later, after much privation, he was admitted to the bar. 


In 1884 the Democratic Party, after being out of 
power for twenty-three years, elected him president 
over James G. Blaine. His first term as chief executive 
was uneventful except for firmness, justice and a steady 
adherence on his part to the principles which he deemed 
salutary to the nation. Civil-service reform got a big 
boost, and the use of the veto-power was not neglected. 
His fight for reduced taxation cost him party prestige, 
but he was renominated in 1888, this time going down 
to defeat, however, at the hands of Benjamin Harrison. 


In 1892 Cleveland was again his party’s choice, and 
this time soundly thrashed Harrison on election day. 
Many notable events marked Cleveland’s second term. 
He took a stand at once against silver legislation, which 
had been a growing menace for years, and with the help 
of the Republicans, his own party being opposed, suc- 
ceeded in repealing the so-called Silver Law. Bank 
failures were numerous, soup-kitchens appeared and by 
some Cleveland was generally damned. Yet he stood 
pat. A railroad strike in Chicago also put Cleveland on 
the map during his second term. There was agitation 
and bloodshed. Cleveland directed the military forces to 
interfere and the strike was broken. 


_ Grover Cleveland was one of our greatest presidents. 
Surely one of our best patriots, fearless, independent and 
courageous. He gave of his best service. Nothing more 
is asked of any of us. 


_ Have you given your best service to your family? 
lake out life insurance for them, no mortal can do more 
to protect them. 


The Prudential 


Epwazp D. Durrizip, President 
Home Office, Newark, New Jersey 


Insurance Company of America 
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Phoenix Convention 
Starts in Church 


AGENTS HEAR GOOD SERMON 





Insurance Man, Mayor of Hartford, 
Welcomes Convention; Agents Cheer 
A. A. Welch, New President 





The agency convention of the Phoenix 
Mutual Life in Hartford this week was 
original, stimulating, and well attended 
It started with an informal reception at 
the home of John M. Holcombe, chair- 
man of the board; after which all the 
members of the convention attended in 
a body the Immanuel Congregational 
Church, where the Rev. James Gordon 
Gilkey, of the South Congregational 
Church, Springfield, preached a sermon 
on “New Equipment for New Tasks,” 
the slogan of the convention being 
“equipment.” 

The Rev. Mr. Gilkey’s address was 
keyed on the necessity of faithful per- 
formance of duty and belief in God. 
After discussing social problems, and 
the mixed character of our population, 
he declared that what Americans needed 
was the ability at all times to keep be- 
fore them high standards of truth, fair- 
ness and lofty ideals. He expressed a 
hope for the growth of a spirit of toler- 
ance in this country. “We need to work 
with other races; not against them,” he 
said. 

Welcomed by Insurance Mayor 

Winslow Russell, vice-president, who 
is a model convention master, started 
the convention by introducing N. C. 
Stevens, the insurance man who became 
mayor of Hartford, after which the 
Phoenix Mutual men had a chance to 
tell the new president, A. A. Welch, 
what they thought of him. This they 
did in no uncertain manner, the cheers 
being heard in the neighborhood in the 
buildings of the Scottish Union & Na- 
tional, Phoenix Fire and London & 
Lancashire. Mr. Welch explained why 
“equipment” had been chosen as the 
keynote of the convention. The Phoenix 
Mutual is exerting every ounce of effort 
to equip agents for the better perform- 
ance of their tasks. 

After explaining the company’s physi- 
cal equipment—the new home office 
building—he told of the personnel equip- 
ment, paying high compliment to the 
other officers of the company, the home 
cffice clerical organization and the field 
force. 

W. W. Williamson, of Chicago, re- 
sponded on behalf of the field force. 
Cups and other prizes were distributed 
to leaders. They included J. J. Sulli- 


ARMY AND NAVY MEN 
Phoenix Mutual Adopts More Liberal 
Features; How Cases Will Be Treated 
by Company 

The Phoenix Mutual Life has made a 
number of changes relative to army and 
navy men. Beginning with July 1 com- 
missioned officers in the regular Army 
and Navy who are of age 40 or over, 
will be considered for any plan of insur- 
ance except Term, at standard rates but 
without Disability or Double Indemnity; 

Commissioned officers in the regular 
Army or Navy between rated ages 30 
and 40 will be considered for Twenty- 
five Year Endowments or shorter term 
Endowments, at standard rates, without 
Extended Insurance and without Dis- 
ability or Double Indemnity; 

Commissioned officers in the regular 
Army or Navy under age 30 will be con- 
sidered for Endowments of twenty 
years or shorter term without Extended 
Insurance, at standard rates, but without 
Disability or Double Indemnity. 

The amount of insurance in each case 
will depend upon individual circum- 
stances, but cannot exceed $25,000. 

Cadets and midshipmen will be consid- 
ered for Twenty Year Endowments 
without Extended Insurance, in amounts 
up to $5,000 and without Disability or 
Double Indemnity. 
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van, New York; W. B. Stirdivant, Los 
Angeles; C. H. Blair, New Castle, Pa.; 
A. Browning, Chicago; J. A. Durston, 
saltimore; J. FE. Williams, Seattle; H. 
3. Drake, Philadelphia; R. F. Moody, 
Charlotte; W. FE. Johnson, Albany; 
Clarence Peterson, Seattle. The premier 
club fob was won by L. S. Welch. 

Among those who spoke whose talks 
have not been reported in this issue for 
lack of space were C. T. Steven and W. 
B. Stirdivant on “The Insurance Conser- 
vation Agreement;” W. A. Kane and 
Ernest Whitlock on “Long Term En- 
dowments;” W. W. Warren on “The 
Premium Deposit Fund;” J. R. Larus 
and W. W. Williamson on “Annuities ;” 
and A. H. Yost on “Life Insurance 
Trusts:” Dr. R. L. Rowley on “Medical 
Impairments ;” W. D. Bowles on “Policy- 
holders As a Source of New Business,” 
and “Conserving Renewal Commissions,” 
by es W. Zurpee. 


Col. Dunham at Banquet 


Phe banquet was a jolly affair. In- 
surance Commissioner Dunham, whose 
popularity with insurance men is grow 
ing, talked gtacefully of the Phoenix 
Mutual and what a fine company it is; 
George S. Fowler, advertising manager 
of the Colgate Company and Champ 
Andrews, sales manager of the O. B. 
Andrews Company, talked on their 
specialties—advertising and salesman- 
ship 

During the convention period there 
was plenty of recreation, including a 
corking good show elsewhere described; 
volf, tennis, bridge, dancing and music. 
In addition to being praised for his fine 
handling of the convention there was 
also a poke or two at Mr. Russell for 
his habit of quoting Edgar A. Guest, the 
Detroit inspirational poet. When Colonel 
Dunham spoke he pulled a Guest wheeze 
on Mr. Russell much to the merriment 
of the banqueters. 


FIRST STOCK TO MUTUALIZE 


John M. Holcombe Tells of Important 
Event in Life of Phoenix Mutual; 
His 50 Years With Company 


John M. Holcombe, chairman of the 
board of the Phoenix Mutual, was asked 
to give reminiscences of his fifty years 
with the company at the annual meeting 
of the company’s leading producers and 
managers. Mr. Holcombe got a recep- 
tion which lasted more than a minute. 
He came with the company in 1874 when 
it had 74,000 policies and about $75,000,- 
000 of insurance in force. Business of 
the Phoenix Mutual fell off until 1889; 
in fact, it seemed on its way to liqui- 
dation as in 1889 there were only 17,000 
policies in foree for $23,000,000 of insur- 
ance. The reason for this was that the 
company was exerting all of its energies 
to strengthen itself financially. It 
gradually placed itself in a strong posi- 
tion. 

Mr. Holcombe then gave a most inter- 
esting version of the mutualization of 
the company. He said it was the first of 
the stock companies to mutualize and 
he traced the different steps, being nec- 
essary to get permission from the legis- 
lature to amend the charter. 

Mr. Holeombe told how some other 
companies had mutualized, and he de- 
clared he would not be surprised if some 
others also took similar action. 

The chairman concluded by paying a 
tribute to the agency force of the com- 
pany. He told of a visit some years ago 
to the Equitable of England, the oldest 
life company, and the small number of 
policies it issued annually because it had 
no agents. 


Dr. S. S. Huebner, of the Wharton 
School of Finance, Philadelphia, drew a 
laugh at the Phoenix Mutual convention 
in Hartford this week when he said to 
his audience: “I see some of my former 
students here. I will ask you all—if you 
tire of what I am saying—to express 
your ‘desire that I quit by doing what 
they do in the class when struck by a 
similar thought: shuffle your feet.” 














to any real worker in the field. 








A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Massachusetts Mutual. Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 














SEES BIG INCREASES 


Dr. Huebner Predicts Double Amount 
of Life Insurance Will Be Sold Under 
“Life Value” Conditions 


Dr. S. S. Huebner, of the Wharton 
School of Finance, made a great hit at 
the Phoenix Mutual convention — this 
week with his life value vs. property 
value talk in which he predicts that the 
future will see life values protected to 
an amount double the value of present 
property value protection. Dr. Huebner 
is writing nine volumes on life values, 
going into the subject of all kinds of 
economics showing the relation to life 
insurance, and these books are to be 
published with the endorsement of the 
National Association of Life Under- 
writers. He again brought out his clever 
statement that insurance reserves are 
nothing but sinking funds as the term 
“sinking fund” is known in the world of 
big finance. A banking house can call 


in a bond issue at any time. An insur- 
ance policy is callable at the time Al- 
mighty Providence desires it. After ac- 
centing the necessity of protecting the 
par value of a life, he insisted that the 
insurance agent should learn to know 
what those par values are, and he con- 
cluded with a strong talk on the neces- 
sity of the agent knowing not only life 
insurance itself, but all correlated topics. 


ITS OLDEST POLICYHOLDER 

Winslow Russell read at the Phoenix 
Mutual's convention in Hartford this 
week a letter from the company’s oldest 
policyholder—J. Davis Hubbard of Pro- 
vidence, who had been invited to attend 
the convention but could not do so be- 
cause of infirmities of old age. He is 
ninety-three years old and in his letter 
told how much he appreciated the pro- 
tection of the Phoenix Mutual Insur- 
ance and of the security of mind he has 
felt for so many years because of it. 





SAFETY 


investments. 
SERVICE 


organization. 


’ Founded 1867 


SAFETY, SERVICE AND STABILITY 


Attract Prospects and Increase Agents’ Clientele 
Guaranteed by careful selection of risks and 
Provided by an efficient and progressive 


STABILITY Assured by conservative business policies. 





Insurance in Force Over $350,000,000 


For Information Concerning Contracts Address Agency Department 


Home Office: 
Des Moimes 

















Provident Mutual 
Life Insurance Company 


of Philadelphia 
Founded 1865 


Over forty per cent of the new business of the Provident 
Mutual is upon the lives of old policyholders who net only 
evidence their satisfaction by insuring their own lives, but by 
recommending the Company to their friends. Especially valu- 
able to the agents of the Provident Mutual is the active good 
will of those whose Old Age 








Indowments have matured. 











Tips On How To Act 
At Agency Convention 


THE PHOENIX GIVES ADVICE 


Don’t Sit With Men Met Every Day; 
Mingle With Leaders; Don’t Over- 
smoke Nor Overeat 


At the Phoenix Mutual convention 
the Phoenix Mutual gave each person 
present some advice relative to how to 
get the best out of the convention. The 
matter was originally prepared in the 
soston office of the company. This is 
the advice: 

1. Have a book for the Convention 
and take down different helpful facts 
and items. 

2. Get facts on selling illustrations 
and methods that are being successfully 
used. 

3. Get facts on Income, Corporation 
and [endowments at 65. 

4. Get acquainted with men who are 
doing things today in our line. 

5. Don’t sit with any men from your 
own agency at the Convention or at 
meals. Mingle with the leaders from 
other agencies. 

6. Have a line of practical questions 
for the leaders on different topics that 
can be brought up in the Convention 
and also information regarding the dif- 
ferent departments of the Company’s 
organization which have to do with con- 
servation of old business and the cre- 
ation of new. 

7. Go into every meeting fresh. 

8% Don’t overeat, oversmoke or over- 
play. 

9. Obligate yourself to make a brief, 
concise, clear and correct report of the 
Convention when you get home. 

10. Be sure to contribute something 
to every session that will add to the 
value of the meeting. 

11. See to it that the Convention 
makes you more efficient in producing a 
larger volume of paid-for business than 
you were able to do before you went to 
Hartford. 

12. Doubt paralyzes energy and ef- 


13. See to it that when you get back 
from the Convention that you have 
gained. such information regarding the 
Company's contracts and the Company 
itself that through your own ability, you 
can increase your production 50%. 


TO DEVELOP DIRECT MAIL 

The Aetna Life has appointed A. D. 
Anderson, formerly manager at Winni- 
peg, to the life agency staff, to have 
charge of direct mail, circularization and 
policy illustration material. Mr. Ander- 
son has been a field man for a number 
of years and is thoroughly familiar with 
direct mail advertising as he has had 
charge of this kind of development work. 
He will have the title of assistant super- 
intendent of agencies. 


LIBERALIZES SERVICE LINES 

The Connecticut General has raised 
the limit of insurance it will issue to 
army and navy officers from $5,000 to 
$10,000. This applies to army officers 
with the rank of first lieutenant of 
higher and to naval officers with the 
rank of lieutenant, junior grade, of 
higher, excepting those in the aviation 
branch of the service. 

Army and naval officers have hereto- 
fore been granted only endowment 
policies. They are now eligible for any 
form of life insurance except Term 
policies. 


INTERNATIONAL LIFE RECORD 
The field force of the International 
Life wrote the largest business for any 
month in the history of the company 
during May in honor of Superintendent 
of Agencies Grantges. The total was 
$8,135,000. The company closed the 
month with $177,000,000 of business 11 
force, a net increase for the year 0 


$17,000,000. 
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Actuaries in Comedy 
Josh Themselves 


BLACK FACE SHOW MAKES HIT 


Phoenix Mutual Home Office People 
Turn Out Surprisingly Good Enter- 
tainment; Some Dialogue 


The actuarial, sales production and 
other home office departments of the 
Phoenix Mutual developed some surpris- 
ing talent in a series of comedies in 
black face—given on Tuesday night in 
Hartford—with alluring interruptions 
from groups of young women from the 
departments, temporarily cast as chorus 
ensembles. Probably the best of the 
comedy of the Phoenix Mutual minstrels 
depicted a number of fanciful incidents 
in the actuarial department, with Asso- 
ciate Actuary J. R. Larus posing in the 
role of the “cube root, high brow” actu- 
ary, a type which irritated agents some- 
times imagine exclusively populate the 
actuarial offices of the country. 

The actuarial department itself had a 
hand in writing the comedy. Cyrus T. 
Steven of the home office furnished 
most of the dialogue. 

During the skit one of the actors 
called up President Welch, sitting in 
the front row, and asked him how to 
figure the annuity rate on a farmer, his 
family and his mule, the only liquid 
asset. After Mr: Welch had answered, 
the following dialogue in colored dialect 
took place, it being translated into Eng- 
lish for the benefit of the readers of 
Tne Eastern UNDERWRITER and the lino- 
typers: 


Mr. Gordon: I will now introduce Mr. Jack 
Hi Larius, our noted actuary. He will say a 
few words about our actuarial department, 
which, of course, and by the way, we consider 
the most important part of the company. 

Mr. Hi Larius: I plead guilty to the charge, 
and ask you agents who else in the company 
sends you lette rs which you are so teetotally 
unable to understand. That proves our mental 
superiority. Sometimes we get suggestions 
from the field that we be more A. B. C. in our 
correspondence, but don’t you see how difficult 
it would be for persons possessing our in- 
tellectual capacity to express our thoughts and 
theories, to tell of things so profound, in the 
words and phrases of a bed-time story? 

Mr. Hunter: May we ask, on behalf of the 
agents, if it is the full reserve which is used 
in actuarial conversions or is it just the cash 
value? 


Mr. Hi Larius: That’s perfectly simple. You 
take McClintock’s Table of Life Annuitants 
and, after removing the loading, you accumulate 
the insurance reserve, not the investment re- 
serve, with benefit of survivorship and com- 
pound interest at 34%, thus nullifying com- 
pletely the American Experience and the Medico 
Actuarial Healthy Males’ Table. Do you follow 

? 


Mr. Hunter: Yes, you are as easy to compre- 
hend as a Rockefeller Institute professor dis- 
cussing globules before the British Surgical 
Institute. 

Voice of an Agent: Is it more to the ad- 
vantage of the insured to have his policy issued 
on an interim than on a pro-rata basis? 

Mr. Hi Larius: Let me answer your question 
hy asking you one. Is the second contingent 
beneficiary on a C. M. I. policy more deserving 
of his or her expectancy than a monetary table 
of accumulation is likely to reach the third 
dimension? TI hope I have answered to your 
entire satisfaction. But that’s what we are here 
for, and you can present us with any problem 
and we will be glad to figure it out for you. 
Any more questions? No. Well, thanks for 


the opportunity you have given me to enlighten 
you, 








Question Box 











Question—May the 20-Year Endowment 
policy now being issued be made a paid-up 
insurance for life at maturity? 

Answer—Yes, the proceeds of a matured 
endowment may be applied to buy a paid- 
up whole life insurance, upon satisfactory 
evidence of insurability. 

Question—Upon maturity of an Endow- 
ment may the proceeds of the policy be ap- 
plied to provide an income for as long as 
either the insured or beneficiary lives? 

Answer—Yes, under the same conditions 
as Option 3 of the Optional methods of 
settlement on the 4th page of the policy. 

Upon request, the policy is endorsed, 


Helping Agents to 
Cut Down on Visits 
AIM OF PHOENIX MUTUAL LIFE 


Agents Tell Convention How Advertis- 
ing in National Publications 


Has Helped 


Probably no insurance company in 
America has any larger variety of sales 
research literature, follow-up processes, 
analytical sales documents, artists’ draw- 
ings in connection with salesmanship 
and other data in this connection than 
the Phoenix Mutual, and, therefore, the 
annual exhibit of the sales promotion 
division always draws a crowd. 

This year dozens of feet of wall in 
the company’s cafeteria were taken up 
with the display. After the first session 
of the agency convention of the Phoenix 
Mutual on Monday, Leon A. Soper, of 
the selling division, stood on a table and 
explained the wall exhibit—what the 
Home Office is doing to assist the selling 
campaigns. 

The talk was extremely informative as 
the exhibit even included an analysis of 
where prospects come from. The com- 
pany’s advertising copy in the “American 
Magazine” and “Literary Digest” were 
also shown. 


Russell Says Advertising is Showing 
Good Results 


Later in the convention, Vice-Presi- 
dent Winslow Russell explained how the 
national advertising has built up prestige 
for the agent; made his approach easier ; 
and accelerated the cutting down of 
calls. 

He did not think the Phoenix Mutual 
had reached perfection by any means, 
but progress was undoubtedly being 
made in acquainting the public with what 
life insurance is and why the agent 
should be a welcomed visitor. He traced 
the different steps companies have taken 
in stimulating sales and declared that 
high commissions were not the answer. 
They had been tried and found wanting. 

“The poorest paid organization we 
ever had was when we had high commis- 
sion rates,” he said. “Next we kept tab 
of control of hours and interviews; and 
that is not the answer. The solution is 
coming in reduction of calls necessary 
in which to make a sale.” 

Mr. Russell did not think the time had 
arrived for advertising specific types of 
policies. The public must learn first 
that the agent can be trusted; and that 
is coming about. 

C. Moody, of Charlotte, N. C., and 
C. Hugh Blair, of New Castle, Pa., gave 
examples of how Phoenix Mutual na- 
tional advertisements had helped them. 





providing for an income for a fixed period 
of twenty years, and for as many years 
thereafter as the Insured and Beneficiary 
or the survivor of them lives. The amount 
of the income for each $1,000 of proceeds 
depends upon the ages of both insured and 
beneficiary at the time the income pay- 
ments begin, just as the income under 
option 3 depends on the age of the payee 
when the income payments begin. A table 
of the income for every combination of 
two ages is too extensive to publish in the 
same form as the table under “Option 3.” 


The following are a few examples: 


Attained Age Amount of each annual 


Insured Beneficiary Instalment for $1,000 
45 40 $46.57 
50 45 50.08 
55 50 54.18 
60 55 58.45 


Question—Will extra dividends be paid 
at the end of the 20th and 25th years and 
every 5th year? 

Answer — The present form of annual 
dividend policy has been issued since 1906 
and no such policy has completed twenty 
vears. Extra dividends have been paid at 
the end of the 5th, 10th and 15th years on 
such policies. 

No agent is authorized to make anv 
statement whatever about extra dividends 
except that extra dividends are being paid 


Twelve Reasons for 
Income Insurance 


SEATTLE MAN’S ARGUMENTS 


a ¢ 
C. A. Peterson Says Financiers and 
Philosophers Are Authors of Axioms 
Which Make Sales Talk 


Clarence A. Peterson, of Seattle, told 
the Phoenix Mutual convention why he 
believes in income insurance. He had 
twelve reasons. 


1. It increases the average policy, not 
a little but a lot. 


2. The assured wants to hang on to 


his insurance and regards the prospect 
of lapsation with a shiver. 


3. It is easy to sell not only because 
of the routine sales talk which will im- 
mediately occur to agents, but there is 
a great weight of outside authority, 
precept and example, viz: actions by 
Carnegie, foundation pensions and 
others, as well as axioms of many wise 
men. 

4. It gives the insured a most com- 
fortable feeling that he is meeting oblig- 
ations to those he holds most dear. 

5. He doesn’t have to worry that the 
other party to the contract will not ful- 
fill the contract. 

6. It is understandable; the assured 
knows what he is buying. 

7. It fits into the program idea. 

8. It is workable. 

9. It is a good form of insurance to 
build up in future. 

10. It is an open sesame to the in- 
sured when the agent desires to come 
back and talk additional protection. 

11. Being a measuring stick it keeps 
the insured’s mind upon his insurance. 
Every time he gets an increase in salary 
he thinks of how his insurance can grow 
with his new income. 

12. It increases a man’s popularity in 
his home. 

Mr. Peterson brought out these argu- 
ments during a talk on the Phoenix 


Mutual’s Insurance Conservation Agree- 
ment. 





in the amounts stated in “All About Divi- 
dends, 1924.” on policies that reached the 
end of their 5th, 10th and 15th years in 
1924. 

Question—What amount of insurance is 
required to provide $100 a month for a 
stated period of years at 4%4% interest? 

Answer—The proceeds of a policy may 
be left with the company at interest and 
a fixed monthly income paid until the 
fund, including the interest credited to it, 
is exhausted. The company guarantees 
3% per annum and is at present crediting 
4VU% to such funds. 

If the company continued to allow 44% 
cach year in the future, the following 
amounts of insurance would provide a 
fixed income of $100 a month for the 
period of years stated: 


Fixed Income of $100 a Month Until 
Fund is Exhausted 


Proceeds of Proceeds of 


Policy Years Policy Years 
$5.506 5 $13,468 15 
6,468 6 14,088 16 
7,390 7 14,681 17 
8,272 8 15,249 18 
9,116 9 15 792 19 
9,923 10 16,312 20 
10 696 11 16,810 21 
11.435 12 17.286 22 
12,143 13 17,742 23 
12,820 14 18,178 24 
18,595 25 


The income of $100 a month is paid 
until the fund is exhausted. and if the in- 
terest credited is at less than 41%4% the 
fund will be exhausted sooner than the 
number of years stated above. 

Question—-Would an insured be entitled 
to disability benefits if he became totally 
cisabled within the meaning of the con- 
iract, while a passenger in an aeroplane. 
end such disability had continued for 
three months? 

Answer-—Yes. 

—New York Life. 


Why Detroit Bank Ran 
Life Insurance Ads 


FULL PAGES ARE EXPLAINED 


At Start of Trust Company Campaign 


Michigan Agents Didn’t Understand 
Trust Company Position 


John N. Reynolds, assistant secretary 
of the Union Trust Company of Detroit, 
whose bank has run full-page advertise- 
ments featuring life insurance, discussed 


“Equipping the Life Insurance Salesman 

for Trust Company Service,” at the 
Phoenix Mutual convention in Hartford 
this week. 

He began by telling of the old-time 
misunde ‘rstanding between the insurance 
companies and agents and the trust com- 
panies, declaring that at the start of 
their program he found that 70% of the 
insurance men in Detroit and vicinity 
had little idea of the functions of a 
trust company. They decided to educate 
the insurance man on trust company ser- 
vices as well as to educate the people of 
Detroit. 

The educational program took the as- 
pect of newspaper advertisements, many 
of them full pages. These advertise- 
ments were given mostly to the support 
of insurance; told stories about situa- 
tions which arise where people die with- 
out insurance and urged our customers 
and friends to consult reputable life in- 
surance men upon the subject, which 
many of them did. 

“It was not long before insurance men 
began dropping into the office and many 
of them inquired if we were making our 
campaign for ulterior motives or whether 
or not our institution was so altruistic 
that it really spent money to promote 
the business of other companies,” said 
Mr. Reynolds. “All of these conversa- 
tions brought us closer together. We 
adopted one policy particularly ,and this 
seemed a surprise to some insurance 
men, that there would be no competition, 
we told them our solicitation of insur- 
ance trusts would not be pressed in any 
case where an insurance agent was at- 
tempting to sell a contract which would 
be payable after the insured’s death. 
We told them that we firmly believed 
and it was true, that there were many 
instances where the insurance trust was 
not as much of a benefit to the insured’s 
family or beneficiaries as was the insur- 
ance company’s annuity plan. 


Not in Competition 


“We pointed out situations, however, 
where the discretion of local trustee 
would render the trust company plan 
infinitely better than the insurance com- 
pany’s plan. We assured them that 
there was no competition and that where 
they could not sell their customers on 
ene plan then to sell them on the other. 
We pointed out we were not insurance 
men, that we knew little about the writ- 
ing of*an insurance contract and that 
when people applied to us for advice on 
insurance or the creation of an insur- 
ance trust, we first directed them to the 
insurance counsellor who may have sold 
them their insurance and let them talk 
it over with him. Where they inquired 
about our insurance trust plan, we indi- 
cated to them that monies left from the 
avails of insurance policies in Michigan, 
if placed in the hands of trust com- 
panies must be invested unless other- 
wise particularly specified, in one of 
three types of securities only, first real 
estate mortgages, municipal bonds or 
government securities. Most of our in- 
surance trust investments are made in 
first real estate mortgages on improved 
property. We showed them that the net 
return from such trus§} has never in the 
history of our company been less than 
5% and that investment in such securi- 
ties somewhat precluded the possibility 
of a lower return in the future. 

“We made printed samples of our life 
insurance agreement and sent them in 
bulk to all the insurance men that they 
might carry them in their kits. We dis- 
tributed letters signed by Mr. Frank W, 
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Blair, our president, addressed to the 
individual insurance mén endorsing in- 
surance. We sent out thousands of 
circular letters to our clients and cus- 
tomers Advising them to build up an in- 
surance estate, yet we made little refer- 
ence in these letters to the services of 
our cmopany. We kept abreast of the 
legislative enactments at the State 
capitol affecting taxes and continually 
apprised our clients about laws increas 
ing inheritance taxes indicating that the 
best way to prepare for such contin- 
gencies was by insurance. We _ pre- 
pared tables showing how money at the 
rate of interest we were allowed to pay, 
might be deposited weekly or monthly 
with us for the payment of premiums on 
insurance; and told insurance men that 
we were keeping after their clients to 
assist them in the building up of an 
account created entirely for the payment 
of premiums. 


Assisted Agents 


“We made trust arrangements with 
insurance agents themselves for the 
handling of their renewals after death 
and assisted them in the arrangement of 
their own affairs so that they might in- 
telligently discuss these things with their 
clients. We obtained the services in 
our Business Extension Department, of 
representatives who were particularly 
qualified to advise on tax matters and 
placed these individuals at the call of 
the insurance men. It frequently hap- 
pens that when a Detroit insurance man 
is attempting to sell a prospect we are 
called in to lend our mori al support to 
the insurance man’s arguments which we 
frequently do. At the present time, we 
are distributing a series of booklets 
written entirely on insurance to a se- 
lected list of 5,000 prospects in Detroit; 
these prospects having been obtained 
from all of the more reputable life in- 
surance agencies in our locality. When 
we secure inquiries or replies from these 
booklets we turn these replies or in- 
qguiries over to the particular insurance 
man who provided us with the leads. 

“This is in brief the story of our at- 
tempts to co-operate with the life in- 
surance men with respect to our trusts. 
It does not end our story of co-operation 
with life insurance companies. We are 
the loaning agents of five insurance com- 
panies who have designated us as the 
outlet for their available funds to be 
used in the mortgage field. Last year 
we loaned approximately twenty million 
dollars in Detroit and its vicinity, most 
of which was life insurance money. 
Our accounts include the Metropolitan 
Life Insurance Co. of New York, the 
Guardian Life Insurance Co., the Life 
Insurance Co. of Virginia, the American 
Insurance Co. of Texas, the Central 
West Casualty Co. and the Canada Life 
Assurance Co.” 


MORE CASH } FOR INSURANCE 
Public Has Money Which It Thought 
Was Going to Washington for 
Income Tax 


The reduction in the income tax has 
set free money which the public thought 
was going to Washington. As each 
quarterly installment of the income tax 
is due, agents have an opportunity to 
sell more insurance as there is more 
money available to buy it. Winslow 
Russell, of the Phoenix Mutual, brought 
this out in a talk at Hartford this week. 


ROY L. DeBOLT DEAD 


Roy L. DeBolt, superintendent of 
agencies for the Metropolitan Life at 
the Pacific Coast head office in San 
Francisco, died recently. Mr. DeBolt 
has been in the service of the company 
since 1898. He served as district agent, 
cashier and assistant in Englewood, IIL, 
when he was transferred to the Pacific 
Coast head office. Later he was cashier 
in the Chicago south district and then 
was superintendent in various mid-west 
districts. In January, 1922, he was ap- 
pointed superintendent of agencies for 
the Pacific Coast territory. 


Wives Should Be 
Interested In Work 


WAYS THEY CAN AID AGENT 


Mrs. J._Marshall Holcombe, Jr., Says 
“Sel! the Wife” On Insurance Busi- 


ness and Activities 


That life insurance men should interest 
their wives in their work and “sell” them 
on the idea of participating in their 
activities, is the subject of a very human 
and telling “sales talk” by Mrs. John 
Marshall Holcombe, Jr., wife of the 
manager of the Life Insurance Sales 
Research Bureau. Mrs. Holcombe was 
not at first interested in Mr. Holcombe’s 
activities, but now she is an enthusiastic 
participant in all life insurance affars 
in which he participates. She says: 

“IT do not believe any male creature 
can appreciate what that really means to 
a woman—to have the man she loves and 
cares for and works for and tries in 
many ways he probably never sees, to 
please. I do not think he can possibly 
estimate the gratitude she feels to her 
man who really takes the time and 
energy and who wants her for a partner 
enough to stop his business meditations 
long enough to really sell her to his job. 

“You men spend two-thirds of your 
life away from us—and we, most of us, 
feel the remoteness and often wonder 
if there is not some way we can be a 
part—be a help—be a stimulus to you 
those many absent hours. What women 
want most in the world is to feel we are 
needed. We are willing and glad to bear 
your children—to care for them, to use 
our nerves and our wisdom and our 
wits to make them the best citizens we 
know how. But in return, we of the 
present day are not satisfied to just be 
your housekeepers, your baby trainers. 
We want to be a part of your bigger life. 
We want to seek to give you some small 
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THE INTEGRITY OF IDEALS 


that The Lincoln National Life, in order 
to have the right to succeed must be of real service to its 
unusual success must result from un- 
usual service rendered. 

service consists of issuing safe pro- 
tection to the greatest possible proportion of applicants at 
the low®st possible premium.” 


| A building program founded on the bed rock of service. 
| rhis same spirit of service in real and generous measure awails those who 
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The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character’ 


Now More Than $360,000,000 in Force 


Fort Wayne, Indiana | 








advice—-hither and yon—for sometimes, 
you know, a woman’s natural intuition 
is as wise as the most carefully thought 
out man’s judgment. 

“T came of a father who never had a 
cent of insurance and I was brought up 
with the phrase ringing in my ears, “I 
have insured myself” and so when my 
husband began to talk to me of his 
business and its merits, he spoke to a 
totally deaf person. He has had a hard, 
long pull to make me believe in the high 
calling of Life Insurance—but he stuck 
to it and I’m head over heels for it to- 
day—right with him at every turn of the 
road. 

“There are no words in the English 
language able to express the gratitude I 
feel to my man for keeping at it—talk- 
ing—telling, introducing me to his busi- 
ness associates—bringing them to our 
home—letting me attend meetings where 
he has spoken—and in every way help- 
ing me to help myself to be a part of 
his business life. 





to Agents. 


address: 


Home Office: 





Shortening The Selling Process 


Orr systEM of obtaining “leads” for our Agents has 
been cited as one of the most successful in operation. 


This service is part of our comprehensive program of 
llome Office cooperation which is of genuine practical 
value to our men in the field. 

Service to policyholders is also the best kind of service 
Our Policyholders Service Department 
offers, among other things, the health service of the 


Life Extension Institute free of charge. 


For information concerning Agency opportunities, 


T. LOUIS HANSEN, Vice-President 


The Guardian Life 


Insurance Company of America 


Established 1860 under the Laws of the State of New York 


50 Union Square, New York 








TO WAIVE MEDICAL 


John Hancock to oo Policies in 
Weekly Premium Department With- 
out Usual Examination 


The John Hancock Mutual Life has 
completed arrangements for issuing 
policies in its weekly premium depart- 
ment without medical examination within 
certain limits. Policy forms and appli- 
cations have been revised to cover this 
condition, and have been submitted to 
the various State insurance departments 
for their approval. 

The company will issue policies with- 
out medical examination for amounts 
varying with the age of the applicant. 

Such amounts can be written in addi- 
tion to insurance already in force, ex 
cept that the total amount of such in- 
surance on an individual cannot exceed 
the present tabular limits fixed by the 
Company. 

The new policy will contain a dis- 
ability clause providing for payment of 
one-half the amount insured in the event 
of disability through loss of sight or loss 
of limbs, in addition to continuing the 
policy in force for its full scheduled 
amount without further payment of 
premiums. 


RULING BY STODDARD 


Superintendent of Insurance Francis 
Rk. Stoddard, Jr., has ruled that in re- 
ports on examinations and in the finan- 
cial statements of domestic corporations 
owning or loaning on the stock of an- 
other insurance corporation the stock 
shall be carried at a value not higher 
than the value represented by the capital 
and surplus shown in the statement of 
such other insurance corporation, pre- 
pared on the regular form of annual 
statement sent to insurance corporations 
by this aii puis 


bys D. BELL GENERAL AGENT 


.D. Bell has been appointed general 
Piet for the Connecticut General at 
Indianapolis. Mr. Bell was formerly 
with MeKey and Poague of Chicago, 
real estate and insurance brokers where 
his personal production annually exceed- 
ed $1,000,000 of insurance. 


Wayne C. Metcalf, recently appointed 
general agent at Richmond, Va., for the 
equitable Life of Iowa, has established 
himself in offices at 305-6 American Na- 
tional Bank building, that city. Ralph 
Harman, formerly with the Richmond 
agency of the Equitable Life of New 
York, with which Mr. Metcalf was also 
associated betore going with the Equit- 
able of Lowa, is now with Mr. Metcalf. 


Julian S. Myrick, of Ives & Myrick, 
managers of the Mutual Life, New York, 
sailed on the “Majestic” Saturday. He 


will attend the Olympic games. The 
passenger list contained the names of 
many stars of the stage, of music, of 
society and of sports. 
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No “Golf Hazard” 
Say Medical Men 


DENY PLAYING IS DANGEROUS 


Frequent Deaths On Golf Courses Have 
Other Causes; Recommended For 
Heart Patients 


Deaths of golfers while playing on 
golf courses occur so frequently that 
there is a wide-spread opinion among 
laymen, at least, that there are special 
Gangers connected with playing the 
game. That too strenuous golf had some 
share of responsibility in the untimely 
death of Ired Reinmund, the Aetna 
Life’s general agent who died suddenly 
at his home in Englewood, N. J., while 
reading a book, is the belief of his broth- 
er, H. J. Reinmund of the Phoenix 
Mutual. Mr. Reinmund said: 

“My brother would play thirty-six 
holes on Saturday; the same number on 
Sunday. He was of a nervous tempera- 
ment; his golfing was strenuous, indeed, 
as it was his habit to take a number of 
practice swings before hitting the | ball. 
These practice swings mounted up.” 


No Warning From Companies 

Yet the medical directors of life in- 
surance companies recognize no such 
hazard in playing golf. All the leading 
life companies make a practice of issu- 
ing bulletins or pamphlets for circulation 
among the agents and_ policyholders, 
warning them against any current condi- 
tions or practices that are inimicable to 
the health of the people. An instance 
in point is the action of the New Eng- 
land companies in co-operating in send- 
ing out warnings against carbon mono- 
zide poisoning due to automobile ex- 
haust. The number of deaths caused by 
running automobile motors in closed 
garages was deemed sufficient to war- 
rant sending out the warning to the 
public. Yet no company has ever issued 
a warning concerning golf. 

The opinion of medical directors gen- 
erally is well expressed by Dr. A. S. 
Knight, medical director of the Metro- 
politan Life, who said to Tue Eastern 
UNDERWRITER in Commenting on this sub- 
ject: 

“There is no special hazard recognized 
in connection with playing golf. On the 
contrary, playing golf has helped greatly 
to promote the health of the people 
by getting them out in the open. Deaths 
occurring while playing golf are usually 
caused by organic weakness that has no 
connection with the game. Tennis is 
much more strenuous than golf.” 


Golf Recommended for Heart Patients 


The opinion of the medical profession 
seems to be that in the so-called “golf 
fatalities,” the golf was incidental. 
There has been practically no discussion 
of the matter before medical societies or 
in the medical periodicals. Dr. James 
H. Honan, noted specialist and lecturer 
in medical colleges in a recent book de- 
voted to advice to heart patients says: 
‘Golf is a splendid form of exercise for 
many persons, old and young, suffering 
from heart troubles, not only for the 
exercise itself, but for the mental effect 
produced by the interest in the game. 
When driving is considered too active 
the patient may interest himself in 
putting or approaching.” 

Here is not a word of warning about 
over-exertion, yet the advice is directly 
to heart patients. The nearest approach 
to a warning that has come from the 
medical profession concerning golf is 
this by Dr. Cornelius C. Wholey, of 
Pittsburgh, in commenting on a case that 
came under his observation: “Persons 
constitutionally of the hyperactive type 





FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 








are often in a more or less exhausted 
condition without being aware of the 
fact. Excessive golf was known to pro- 
duce musculospiral palsy in a man who 
had been crowding in his daily golf in 
spite of excessively long and arduous 
business hours. But,” he concludes, 
“even in cases of paralysis of the 
musculospiral nerve, there is usually a 
history of some cronic toxic condition.” 


EQUITABLE OF OWA GAINS 


Pittsburgh Agency Led During May; 
Company Shows Substantial Gains 
Over Last Year’s Record 

The Pittsburgh Agency of the Equit- 
able Life of lowa was the leading agency 
in the Company during May. The 
total paid-for business of this agency 
amounted to $218,500. L. K. St. Clair 
and H. S$. Sutphen are the general agents 
at ray ag 

The C. A. Peterson Agency at Grand 
Mics took second place with $192,500 
paid-for; the M. H. Zacharias Agency 
of Detroit with $179,500 paid-for took 
third place; the Crawford & Crawford 
Agency of Chicago paid-for $178,000 and 
was fourth; and the W. G. Kader Agency 
of San Francisco took fifth with $174,- 
OOU. 

Alex Van Zanten of the Grand Rapids 
Agency was the leading personal pro- 
ducer of the Equitable Life of lowa dur- 
ing May. His production totalled $103,- 
QOO paid-for during the month. 

The Equitable Life of lowa is making 
extensive gains this year, having a pro- 
duction of $27,635,034 paid-for in 1924 
to date. This represents a gain of $951,- 
729 over the same period last year. 


MAKES APPOINTMENTS 


The Bankers Life of Nebraska cele- 
brated May as anniversary month with 
the largest production of any month in 
the history of the Company. The agency 
crganization is being rapidly extended 
and 1924 will show a great increase in 
the volume of business in force. 

Recent agency appointments are W. 
D. Brewer, district agent at Detroit, 
formerly general agent for the Central 
Life of Illinois; J. Oliver Yerger, district 
agent at Seattle, formerly Manager of 
the Chicago office of the Manhattan 
Life; R. S. Baker field supervisor for 
Illinois, formerly supervisor for the Se- 
curity Life of Chicago. 


Leland J. Kalmbach is the latest addi- 
tion to the Lincoln National Life’s 
actuarial department. He was formerly 
with the Cleveland Life. Mr. Kalm- 
bach is a graduate of the University of 
Michigan and is a Phi Beta Kappa man. 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during 

the year 1923 ..ccccccccccee $7,686,855 
Payments to Policyholders 

and their Beneficiaries in 

Death Claims, Endow- 

ments, Dividends, etc...... 5,871,544 
Increase in Assets.......... 2,401,507 
Actual Mortality 56% of the 

amount expected. 

Insurance in Force.......... 247,373,216 
Admitted Assets .........- 48,655,222 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 


Superintendent of Agents 
256 Broadway New York 




















Group 
Insurance 


YOU know a man among your 
clients who should carry Group 
Life Insurance on his employees. 
You can go into his office and 
talk to him; he has confidence in 
what you say. 


WE know about Group Life Insur- 
ance, and how it will profit your 
employer-friend to buy it. 
Through the personal sales as- 
sistance of our local office we can 
join forces with you and place 
the policy. 


Group Insurance is one of the lines 
on which the Missouri State Life 
Insurance Company offers a per- 
fected brokerage service to all in- 
surance men. The Company’s rep- 
in your community 
will handle business for you. 


resentative 


HAVANA IN 1925 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President Home Office: St. Louis 


Over Half a Billion in Force 
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H. E. Morrow Elected 
To Head Life Ass’n 


KNIGHT ON NATL COMMITTEE 
President Foehl’s Administration Closes 
With Record Membership; Plans for 
Los Angeles Convention 





At the annual meeting of the Life 
Underwriters’ Association of New York, 
the following officers were elected for 
the year: President, Harry E. Morrow, 
Mutual Be nefit; vice-president, Edward 
J. Sisley, Travelers ; second vice-presi- 
dent, L. A. Cerf, Mutual Benefit; third 
vice-president, Joseph P. W. Harty, 
—RK Life; and secretary-treasurer, 
Pp, Fraser, Connecticut Mutual. The 
Pte executive committee was also 
elected: N. F. Chambers, New York 


Life; W. R. Goslin, P rudential ; HM. 1. 
Neff, Bankers Life; R. F. Pennell, 
Union Central; Edward Robinson, 


Kquitable Life; Gustav C. Wuerth, 
Northwestern; J. D. Bookstaver, Trav- 
elers; LeRoy Bowers, Mutual Life; W. 
Rk. Collins, Travelers; J. E. Hall, Penn 
Mutual; G. A. Kederich, New York 
Life; C. B. Knight, Union Central. 

A friendly contest developed in the 
clection of one of the members of the 
executive committee selected from among 
the group of agents resulting from the 
nomination of Godfrey B. Moore, Equit- 
able. Mr. Moore did remarkable work 
last year in securing new members to 
the association and some of his friends 


wanted to give him recognition by a | 


place on the executive committee. The 
regular ticket as given above was, how- 
ever, elected by a large majority. 

Retiring President C. A. Foehl re- 
viewed the excellent progress of the as- 
sociation under his administration which 
has been notable for the increase in 
membership which now stands at 1,304 
and in the large attendance at the 
monthly meetings. Much of the interest 
in these meetings is credited to Graham 
C. Wells’ idea of “common interest” pro- 
grams which brought out the contact of 
life insurance with other fields. The 
record attendance for one of these 
monthly meetings was 521 at the Decem- 
ber gathering. 

President Foehl announced that ar- 
rangements had been made with the 
Hotel Astor for all of the meetings and 
dinners of the association for next year. 

W. R. Collins presented a very satis- 
factory report as secretary-treasurer 
showing 446 new members during the 
year with total receipts of over $26,000 
and a substantial balance in bank. He 
said that the budget plan first used by 
the association this past year had been 
partly responsible for bringing the asso- 
ciation through in a much more satis- 
factory way financially than had been 
xpected. 

The report of the business practices 
committee showed the splendid work 
that has been done during the year. 
specially effective was the efforts to 
stamp out wholesale conversion prac- 
tices. 

Charles B. Knight was confirmed as 
the representative of the New York As- 
sociation on the executive committee of 
the National Association. 

Robert L. Jones introduced a resolu- 
tion expressing sympathy and _ condol- 
ence for the widow of B. F. Reinmund 
and the loss the association sustained in 
his death. 

It was announced that eighty-eight 
reservations for the trip in the special 
car to the Los Angeles convention of the 
National Association had been received, 
fifty-five of these being from New York 
City. To secure the special accommo- 
dations under the plan it will be neces- 
sary to have a minimum of 125 and those 
planning to join the party were urged to 
make their reservations early. 


W. H. Little recently left the home 
office of the Aetna Life at Hartford to 


take charge of the group business at 
the Buffalo agency. 











The Question Box 








Ilow does a single premium life policy 
compare in cost with a life policy or a 
limited payment life policy and paying 
premiums in advance for the term required 
for such policies to become paid up by the 
accumulation of dividends? 

To answer this question let us take age 
35. The single premium is $465.10. The 
Ordinary Life policy would be paid up in 
22 years by surrender of accumulated divi- 
dends on our 1925 dividend scale, with a 
cash balance of $10.06. Twenty-two 
premiums in advance amount to $422.13, 
and the cash balance of $10.06 at the end 
oi 22 years discounted to the present time 
amounts to $3.59, making a net sum of 
$418.54. Corresponding figure for twenty 
payment life is $414.93; for 25 payment 
life is $413.69, and for thirty payment life 
is $414.93, 


For quinquennial ages, including age 35, 
we have the following: 


Plan 25 35 45 55 
Single Prem. 

LARC oo 00 $394.30 $465.10 $559.50 $677.80 
20 Pay. Life 342.93 414.93 525.49 719.50 
25 Pay. Life 340.01 413.69 531.51 736.70 
30 Pay. Life 338.88 414.93 540.88 752.70 
Life ....... 338.88 418.54 546.79 767.57 


I'rom the above schedule we may say 
roughly that the amount required at any 
particular age to pay premiums in advance 
is very nearly the same irrespective of plan 

life or limited payment life. 

It will be noticed that the plan of paying 
premiums in advance is in effect equivalent 
to a reducing insurance, since, in the event 
of death, the commuted value of the un- 
earned premiums increase the amount 
insured. Hence, as between the limited 
payment plan with premiums payable for 
a short term or for the longer term the 
dividends are about sufficient to take care 


of the cost of the reducing insurance 
represented by the accumulated premiums. 

In conclusion we may say that at the 
younger ages up to about 45 the premiums 
in advance plan seems to be more advan- 
tageous; at the higher ages the contrary 
seems to be the case—State Mutual Life. 


LANDS GRIZZARD GROUP 
The Missouri State Life has placed a 
line of group insurance on employes of 
the Grizzard System of America, Inc., 
at all offices of the system in Chicago, 


Detroit, Cleveland, and other cities. 
This includes the clerical and office 
forces, as well as salesmen. Executives 


and officials have been given policies for 
$5,000 and all others will have protection 
ranging in amounts from $2,000 to $5,000 
according to length of service. 

A waiting period of three months’ 
time is required for all new employees. 
The initial amount is $2,000, and the 
maximum is $5,000. 








MEASURES OF SERVICE 








BILLION DOLLARS. 


service. 


Unless s 
grow. 


good agents. 


THE NEW YORK LIFE INSURANCE COMPANY has over a 
THOUSAND MILLION DOLLARS 


in securities and valid credits. 


WHY IS THAT IMPORTANT? 


Chiefly because this immense sum is a measure of the service which the Company is to 
render to the public in the future. 

If it had no money it could render no service. 
without rendering great public service. THAT’S the law of life insurance. 


THE NEW YORK LIFE 
has over FOUR THOUSAND MILLIONS of insurance in force. 


WHY IS THAT IMPORTANT? 


Chiefly because this is another measure of the Company’s service to the public. 
differently, it means that it has contracted to pay, under certain definite conditions, in 
which the policy-holders must do their part, over FOUR THOUSAND MILLION 
DOLLARS to its members. 


THE NEW YORK LIFE 


paid to, and on account of, policy-holders i in 1923 over ONE HUNDRED AND SIXTY- 
FIVE MILLION DOLLARS and sinceorganization has paid on that account over TWO 


WHY IS THAT IMPORTANT? 
Chiefly because this is the heart of the whole matter; this is the final measure of its 


THE NEW YORK LIFE 
paid policy-holders in dividends in 1923 over FORTY-SIX MILLION DOLLARS. 


WHY IS THAT IMPORTANT? 


Chiefly because those dividends reduced the agreed cost of insurance by so much. Divi- 
dends, so-called, are a measure of the economy with which a life company’s business is 
managed. It’s ALL A QUESTION of service. 
. life insurance company renders service it will not grow; it will not deserve to 


THE ROAD TO A BILLION DOLLARS IN ASSETS IS PAVED WITH MILLIONS OF 
SCIENTIFICALLY BENEFICENT ACTS. 
There is no charity anywhere in it. It is first a service in money. And then, too, it is a 
service in what may be called intangible values: In responsibility, in self-respect, in good 
citizenship, in obedience to the law, in integrity, in all the impulses that make a man 
stand on his own two feet and do a man’s part. 
I am not sure that the service rendered by this Company in seventy-nine years in in- 
tangible values has not been worth more to the public than its service in the two billion 
dollars already accounted for and the billicn dollars now on hand. 

We are still doing business and have room for more good policy-holders and for more 


No life insurance company becomes great 


1 


Stated 











NEW YORK LIFE INSURANCE COMPANY, 346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 




















Ji 














June 13, 1924 








Soa se =a NDEI RWRITE R! a = =Lice > R 











Page 9 

















Define Massachusetts 
Investment Laws 


AS TO EQUIPMENT TRUSTS 





Question of Proportionate Distribution 
of Funds Raised by Insurance 
Commissioner Monk 





Insurance Commissioner Wesley E. 
Monk of Massachusetts recently asked 
Attorney General Benton for an inter- 
pretation of the statutes of the Com- 
monwealth as affecting the investments 
of the funds of life insurance companies, 
with special reference to 
trust notes. 


equipment 
The first question was: 
“Does section 66 prohibit any do- 
mestic life company from investing 
one-quarter of its reserve in equip- 
ment trust notes not complying with 
the previsions of paragraph 6 of 

said section 63?” 

The manner in which a domestic life 
insurance company shall deal with the 
investment of three-fourths of its re- 
serve is governed by sections 63 and 66, 
says the opinion of Attorney General 
Benton. The manner in which it shall 
deal with the remaining one-fourth of 
its reserve is governed by the second 
paragraph of section 66. As regards the 
investment of one-fourth of its reserve, 
the directors are free to make any rea- 
sonable investment, subject only to pro- 
hibitions against investment in stock or 
evidences of indebtedness forbidden by 
the first paragraph of section 66 and 
unsecured loans to individuals. The sec- 
ond paragraph of section 66 does not 
contain any prohibition against the pur- 
chase of notes of equipment trusts not 
complying with the provisions of para- 
vraphs 4 or 5 of section 63. The second 
paragraph of section 66, by reference to 
the first paragraph, does contain a direct 
prohibition against the investment of 
any funds of such a company “in the 
stock or evidences of indebtedness of 
any corporation the owners or holders 
of which stock or evidence of indebted- 
ness may in any event be or become 
liable on account thereof to any assess- 
ment except for taxes.” This  prohi- 
hition is binding upon the directors of 
the company as to their investment of 
the one-fourth part of the reserve under 
consideration. 

“IT therefore answer your question to 
the effect that,” says Mr. Benton, “if 
an equipment trust is not a corporation, 
the owners of whose stock or evidences 
of indebtedness may be liable to an as- 
sessment except for taxes, then the pro- 
visions of section 66 do not prohibit a 
domestic life insurance company from 
investing one-quarter of its reserve in 
the notes of such an equipment trust.” 

Another question was: 


“Does said section 66 permit a do- 
mestic life company to invest three- 
quarters of its reserve in equipment 
trust notes which comply with the 
provisions of said paragraph 6, (a) 
if the trustee is not a corporation, 
(b) if the trustee is a corporation?” 
The investment of three-quarters of 
the reserve of a domestic life insurance 
company is governed primarily by sec- 
tion 63. Section 66 sets forth certain 
prohibitions relative to the investment 
of the funds of domestic life insurance 
companies, but these prohibitions are 
effective only ‘if preceding sections of 
the chapter have not authorized the 
acts which the terms of section 66 pur- 
port to prohibit. Section 66 begins with 
the words “except as hereinbefore 
authorized.” Section 63 — specifically 
authorizes in paragraph 6 the notes of 
equipment trusts which comply with the 
provisions therein set forth for invest- 
ment of three-fourths of the reserve of 
a domestic life insurance company, and 
makes no limitation relative to such in- 
vestment based upon the trustee being 
a corporation or unincorporated. 

The prohibition contained in section 


66, concerning investments in unincor- 
porated enterprises, does not apply to 
investments in the ‘equipment trusts 
mentioned in section 63, because as to 
these the investment has in the lan- 
guage of section 66 “hereinbefore been 
authorized.” Accordingly, both as to 
sub-sections (a) and (b), the answer 1s 
in the affirmative. 

A third question was: 

“Does said section 66 prohibit a 
domestic fife company from invest- 
ing one-quarter of its reserve in any 
unincorporated business or enter- 
prise or in any securities excepting 
stocks or evidence of indebtedness 
of any corporation, the owners or 
holders of which stock or evidence 
of indebtedness may in any event 
be or become liable on account 
thereof to any assessment except 
for taxes?” 

“T answer this question in the nega- 
tive,” said Mr. Benton, adding that sec- 
tion 66 forbids the making of a loan to 
a firm or individual without securing 
such loan by collateral security. 

A fourth question was: 

“Is a domestic life insurance com- 
pany owning notes or certificates of 
an equipment trust described in par- 
avraph 6 of said section 63 a creditor 
of the trust?” 

The word “certificates” is not used in 
section 63. In the ordinary acceptance 
of the word, a “note” is a promise to 
pay money, which creates as between the 
maker and the payee the relation of 
debtor and creditor. Equipment trust 
notes are commonly called, also, partic- 
ipation certificates, and that in the form 
in which they are sometimes issued they 
are in reality certificates of part owner- 
ship in physical property, the title to 
which is held by the trustee for the 
benefit of all the owners of such certi- 
ficates. When so issued they are not in 
the nature of promises to pay to the 
holder by the trust, and the relation of 
creditor and debtor does not exist. 
Whether or not the holder of one of 
these notes or certificates issued by an 
equipment trust in any given instance 
can be termed a creditor of the trust, 
depends upon the form and wording of 
the instrument which is purchased from 
the trust. 


DISCUSS INSURANCE TRUSTS 

Harry IF. Gray, general agent of the 
Connecticut Mutual, Woolworth Build- 
ing, New York, had a special agency 
meeting on Monday devoted to life in- 
surance trusts at which he had as speak- 
ers S. R. Hills, trust officer of the Irv- 
ing Bank-Columbia Trust Company; and 
H. W. Willis, also a trust company offi- 
cer of the same bank. 
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BUSINESS IS GOOD! 


Are You Getting Your Share? 


rou 
} > “A reney y . : ” 
the “Agency of service to agents. 


BIBLE HOUSE AGENCY 


The Union Central Life Insurance Company 
S. S. WOLFSON, 
350-352 Bible Hause, Eighth Street and Third Avenue, New York City 


INC., Managers 


“line up” with 











birthday 


are up-to-date in every respec 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, aeons 
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HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years next 


INDUSTRIAL POLICIES are ~ FULL IMMEDIATE BENEFIT from date of issue and 


ORDINARY POLICIES rg valuable SPECIAL DISABILITY id 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, wa 


A HOME LIFE POLICY BRINGS 
| PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


JO 
E. BRYAN KYLE, Medical Director 


P. J. CUNNINGHAM, Vice-President 
HN J. GALLAGHER, Treasurer 








PHILADELPHIA, PA. 





Secretary Newell Of 
Aetna Life Dies 


JUST OFFICIATED AT CHURCH 


Joined Aetna Life In 1888; Was Par- 
ticipating in Children’s Day Church 
Service 


William H. Newell, secretary of the 
Aetna Life and a prominent figure in 
various Hartford activities, died suddenly 
while at church services in the First 
Methodist Church, Hartford, on Sunday. 
Mr. Newell was stricken shortly after 
leading .the congregation in prayer in 
his capacity of superintende nt emeritus 
of the Sunday School, in connection 
with the children’s day service. Mrs. 
Newell and a son, Robert B. Newell, 
were at the services. 

Mr. Newell was born in Hartford in 
1852. After leaving the Hartford high 
school he was employed by the Charter 
Oak Life and he joined the Aetna Life 
in 188 and became assistant secretary 
in 1905. He was elected secretary in 
1917. 

Mr. Newell had been superintendent 
of the First Methodist Church Sunday 

















The current policy forms 
have been evolved from 
served experience. They 
able and they 


MUTUALITY. They 


THE MUTUAL 





THE RESULT OF LONG EXPERIENCE 


adhere closely to the basic principle 
which has dominated successive managements of 
this Company for seventy-eight years, namely— 
‘arry into effect the name of 
the Company which pledges the application of “the 
good of the whole to the affairs of each one.” 


INSURANCE COMPANY 


Organized 1845 


NEWARK, NEW JERSEY 


of the MUTUAL BENEFIT 
a long and carefully ob- 
are liberal; they are equit- 


BENEFIT LIFE 




















School for more than thirty years and 
on his retirement about three years ago 
he was given the honorary title of 
superintendent emeritus. He was presi- 
dent of the board of trustees of the 
church. 


INCREASES EXCESS INTEREST 


Rates of Penens ‘Usie Installment 
Settlements Revised According to 
Years and Age of Beneficiary 


The Connecticult General has an- 
nounced an increase in the excess inter- 
est payments which are added to every 
income payment made under instalment 
settlements of life insurance policies 
where payments are made for a certain 
number of years anyway and as long 
afterwards as the be neficiary lives. 

The percentage of increase depends 
upon the number of years certain and 
the age of the payee when the policy be- 
comes a claim, 

The new schedule increases the guar- 
anteed payments by the following per- 
centages 

Age of Years Certain Period 
Seneficiary 0 5 10 15 20 


10-29 6% O4% 7% TV%% 8% 
30-39 5% 6 7 8 9 
40-49 5 6 7 84 10 
50-59 4Y%, 5! Z 9 11 
60-69 4 SY a 9 12 
70-79 3 5 7 oY, 13 
80 or over 2 7 10 13 


For instance, if the policy guarantees 
a continuous income of $100 a month (20 
years certain), beneficiary age 40 at the 
death of the insured, the Company is 
now paying $110 a month for 20 years 
certain and as long thereafter as the 
beneficiary survives. 


R. M. SIMONS. AGENCY GROWS 

The Russell M. Simons agency of the 
Home Life at 115 Broadway, New York 
City, stood second among all the agen- 
cies of the company in April. The 
agency 1s growing at a rapid rate and 
for the first six months of this year will 
pay for more business than for the entire 
year of 1923. 

Mr. Simons is a member of the execu- 
tive committee of the Horne Life Gen- 
eral Agents Association which recently 
held its convention in New York. 


IN NEW WASHINGTON OFFICES 


H. E. Dameron, resident manager at 
Washington, D. C., for the Atlantic Life, 
has moved his office from the Munsey 
building to the Lenox building, 1523 L 
street, northwest. Centrally located and 
on the ground floor, Mr. Dameron is in 
a better position than ever to handle his 
growing business. 
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LIVE HINTS FOR BUSINESS GET TERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














Estimates of the in- 


Value surable value of a 
of a life are always inter- 
Life esting, although 


there may be a wide 
difference of opinion on the subject de- 
pending on the point of view or the 
factors used in arriving at the results. 
The following figures are estimates 
based on income and are made by the 


Penn Mutual Life. 
——— Value of 
Expectation a Produc 
of life, years, the an Income 
of $1,000 a year 


At Age Approximately 
25 39 $19,584 
27 oF 19,142 
29 36 18,908 
3 35 18,664 
33 33 18,147 
35 32 17,873 
37 30 17,292 
39 29 16,983 
41 27 16,329 
43 26 15,982 
45 25 15,622 
se . aw Bs avd 
5 « Wome, a> ee 
51 Duo aw BS 
53 19 ; «© » Soa 
55 os oe RAD 
57 6. « « «a Baez 
59 15 11,118 
x * * 

The College of Busi- 

Where ness Administration 

They of Boston University 

Arrive has recently issued 

some new material 

on the value of education that contains 


some life insurance lessons. Dean Ever- 
ett W. Lord and Assistant Dean Roy 
Davis worked on the problem and the 
material, based on reports of the Massa- 
chusetts Department of Labor and In- 
dustry and on statistics of earnings of 
students and graduates of the College of 
Business Administration, bears the copy- 
right of Dean Lord. 

The following is the result of the re- 
search: 

The Untrained Man. He goes to work 
as a boy of 14—reaches maximum in- 
come at 30, on the average less than 
$1,200 a year. Since his income is largely 
dependent on physical strength and 
manual dexterity, it falls off at 50 or 
earlier, to a point below the level of self 
support. 

More than 60 out of every 100 un- 
trained workers are dependent upon 
others for support at the age of 60. 

Total earnings from 14 to 60, about 
$45,000. Not more than $2,000 is earned 
in the four years that would have given 
him a High School education. 

The High School Graduate. 
to work at 18 


He goes 
passes the maximum of 


the untrained man within seven years, 


rises steadily to his own maximum of 
approximately $2,200 at 40, and _ con- 
tinues at that level for the remainder of 
his active life. 


Total earnings from 18 to 60, about 
$78,000. The $33,000 more than that 
earned by the untrained man represents 
the cash value of a four-year High 
School course—but note below what re- 
turn may be expected from four years 
of higher education. 

The College or Technical School Gradu- 
ate. His permanent earnings begin at 22, 
although a considerable amount may be 
earned during the college course. By 
the time he is 28, his income equals that 
of the High School graduate at 40, and 
it continues steadily to rise, practically 
without a break. 

Since his income is dependent upon 
his mental ability and training constantly 
improved by practice, it increases in- 
stead of diminishes with the years. The 
average of $6,000 at 60 is often surpassed. 

Total earnings from 22 to 60 (not in- 
cluding anything earned during the col- 
lege period), $150,000. The $72,000 more 
than that earned by the High School 
graduate represents the cash value of 
college or technical training. 


* * * 
This is policyholders 
Points of month with many 
Contact companies when the 
With Clients agents concentrate 


, on old clients. The 
Connecticut Mutual Life suggests the 
following as points of contact. 

Seneficiaries.—A brief but tactful dis- 
cussion of this important subject may 
bring to light information which will be 
invaluable to you and to the policy- 
holder. 

(a) Mention advantages of having 
proceeds of policy payable to a named 
beneficiary. 

(b) Suggest that policies in which 
named beneficiaries are deceased be 
changed to meet present conditions. 

(c) Discuss policyholder’s particular 
needs and how his policies meet them. 

Dividends.—Show the advantages of 
accumulation under our present rate of 
4.74% and how such accumulations may 
be used, if necessary, 

(a) To make _ policy 
(see agents’ manual) 


fully paid-up 


(b) To mature as an endow- 


ment 


policy 
(c) To increase the proceeds of his 
policy 

The Premium.—Show the policyholder 
the advantage to him of paying pre- 
miums annually rather than on the semi- 
annual or quarterly basis. 

Loans.—You have an opportunity to 
impress upon the policyholder the signi- 
ficance of outstanding policy or premium 
loans. Suggest that the repayment may 
be made in any amounts at any time. 
Such loans not only lessen the effective- 
ness of his life insurance estate but cost 
him money at the same time. Suggest 
additional insurance to cover loans of 

















SERVICE TO SALESMEN 


Advertising plan which is 
available absolutely free. 
No charge for prospect leads. 


BANKERS LIFE COMPANY 


GEO. KUHNS, President 





to develop and hold their business. 
John Barker, Vice-President 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Its policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives 


Frederic H. Rhodes, Vice-President 








WANTED 


The Manager of Agencies of 
an old established Eastern life 
insurance company is seeking a 
progressive young man of poise 
and judgment to act as a general 


assistant. He must be_ well 
grounded in life insurance, a 
good correspondent, have some 


knowledge of publicity work, and 
an ambition to grow. This is a 
salaried Head Office connection. 


State your qualifications in full 
and the salary you would accept 
at the start. 

Address Box 25 

Eastern Underwriter Company 

86 Fulton St., New York, N. Y. 











Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 

Disability Benefits, 

Reducing Premiums 
See the new low Rates 














JOHN F. ROCHE, Viee-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
































considerable size; a small increase in the 
rate of interest on the loan will do it. 

Disability Benefits—You have an ex- 
cellent opportunity here to clarify his 
understanding of this feature of his life 
insurance estate and at the same time to 
impress upon him, possibly, the need for 
additional life insurance. Care should 
be used in explaining the provisions of 
our disability clause so that no mis- 
understanding can prevail. Many policy- 
holders do not have the new 90-day 
clause. Suggest change of old forms for 
new. Emphasize in particular the nec- 
essity of advising the Company or one 
of its representatives immediately in case 
of total and permanent disability. 

Double Indemnity Benefit—By means 
of this provision you can show the policy 
holder an opportunity in case of death 
by accident of increasing his life insur- 
ance estate at small cost. 

Prospects.—Your work during Policy- 
holders’ Service Month should yield 
many valuable prospects for new insur- 
ance. Secure the names of— 

(a) Self-supporting sons and daugh- 
ters 

(b) Sons-in-law (you have an excel- 
lent opportunity to play upon the feel- 
ings of your policyholder in behalf of 
his married daughter) 

(c) Brothers and self-supporting sis- 
ters of the policyholder 

(d) Business colleagues and 
ciates of the policyholder 

(e) Employees of the policyholder 


asso- 


Make your policyholder a center of 
influence and effectiveness for new busi- 
ness. 


Program Building. ~The idea of pro- 
fessional life insurance service is founded 
on program building, a program to meet 
the various needs of the policyholder 
such as, 

(a) Cash in a lump sum to settle last 
obligations such as debts and mortgages 

(b) Monthly income for family 

(c) Educational funds for children 

(d) Funds for inheritance taxes and 
unpaid income tax payments 

(e) Funds for charitable, 
and educational institutions 
through life insurance. 


religious 
provided 


BANKERS LIFE EXPANDING 

Rk. B. Garmire, agency director for the 
Old Line Bankers Life of Lincoln, will 
shortly leave for the Pacific Coast where 
he will devote some time to extending 
the agency organizz ition of the company 
especially in) Washington and Oregon. 


The company is extending its operations 
in several parts of the country. 








BUSINESS INSURANCE POINT 


New Netherland Bank of New York 
Tells of Experience of One of Its 
Own Clients 





What is regarded as one of the best 
arguments for business insurance that 
has been printed is being used by the 
New Netherland Bank of New York in 
one of its circulars. The statement 
reads: 

“Our bank has the account of an im- 
portant house, famous internationally as 
a creator of style in the women’s gar- 
ment industry of the highest character. 
The reputation of this concern was de- 
veloped after many years’ struggle by 
the genius, hard work and sterling in- 
tegrity of the man whose name it bears. 
The business from the start was of a 
“one-man” character, but in the course 
of years the founder had built up a 
splendid and well-rounded organization. 
Stricken with sudden illness, the head of 
the house passed away in the midst of 
a busy season, leaving his company with 
large stocks of costly merchandise on 
hand, and with obligations constantly 
maturing. The concern’s unquestioned 
credit was so closely interwoven with 
the deceased founder’s personality that 
a natural shrinkage followed imme- 
diately. The man who developed this 
extensive business, however, had insured 
his life heavily in favor of his company, 
and the payment by the insurance com- 
panies of a large amount of money into 
the treasury enabled the organization to 
bring the season’s business to a success- 
ful consummation. 

“Was That Life Insurance Worth 
While?’ The business, at any time, 
could have been liquidated without loss 
to creditors, but the receipt of the in- 
surance money made liquidation unnec- 
essary, and the great value of the good- 
will of the business was saved. 

In addition to protecting the interests 
of his company this far-seeing merchant 
carried a substantial amount of insur- 
ance payable to the various members ol 
his family. 

“The acid test of every item which in- 
creases the overhead of a business is 
the query ‘Does It Pay?’ A good mer- 
chant would not think of allowing his 
fire, burglary or liability insurance 
policies to lapse. Life insurance is good- 
will insurance and of paramount impor- 
tance. The experience of the company 
related above, which is an actual occur- 
rence, is a clarion-like message irom 
dead lips — ‘Business Life Insurance 
Pays!'” 
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Why Some Agents Fail 
-To Produce Volume 


FIVE FUNDAMENTALS NEEDED 





Interest, Capital, Confidence, Training 
and Mostly Work Are Necessary 
to Sound Foundation 





Why so many life insurance salesmen 
fail to produce an adequate volume of 
business although they seem to have ability 
and are given every facility and equipment 
by their companies is a question that has 
puzzled many field supervisors. Laurence 
C. Witten, general agent for the Massa- 
chusetts Mutual Life at Cincinnati, has 
attempted to answer the question in the 
following : 

Lack of Interest 

The majority of those who enter the 
work of life insurance selling come from 
some other business or profession. They 
are beyond the age at which a young 
man voluntarily chooses a calling which 
he likes or for which he believes himself 
particularly fitted—the man who is not so 
much making a decision as following an 
impulse. 

Unless the General Agent takes the pre- 
caution of seeing that the prospective agent 
has given this subject sufficient earnest 
consideration before he starts, he is doing 
him an injustice; for if an agent is not 
thoroughly sold from the start, there is 
only the barest chance that he will be 
able to pull himself out of the rut and 
become a real cog in the machinery of 
life insurance salesmanship. Lack of 
genuine interest is one of the strongest 
contributing factors of failure and ex- 
plains in large measure why the turn- 
over in our business is as large as it is. 


Lack of Capital 


The man without dependents can scrape 
by in this or anv other profession on a 
few dollars sporadically received or earned. 
The man with dependents and _ without 
capital is, however, facing a very serious 
situation when he enters this business. If 
a married man with a child or children 
does not own a home and has to pay rent 
for a roof and if he has no reserve to 
do this or to meet the other necessary ex- 
penses of maintaining his home, it is be- 
coming increasingly difficult for him to 
succeed, especially in a city. Experience 
proves that any immediate yield from his 
efforts is either negligible or by chance. 
for no man is fitted to present the subject 
of life insurance protection until he has 
given at least two or three weeks’ study 
to it. During that period, and for some 
time to come, he must live wholly or 
largely on capital or credit. Lacking 
canital of his own, he may be able to 
bridge the gan between the time he starts 
and the time he begins to earn an amount 
adequate for his living expenses with ad- 
vances extended by the General Agent. 
but, if emergencies arise that make a larger 
income necessary at once, he is forced to 
enter some line of work in which the re- 
turn is quick. 


Lack of Confidence 
The man who enters this profession 
without a firm belief in his ability to suc- 
ceed in it and yet who makes a success 
in it is the rarest exception imaginable 
Unless he has the enthusiasm born of 
confidence and a strong belief not only 
in the institution of life insurance but also 
in himself as a successful representative 
of that institution, it is quite likely that 
his death warrant.as a life insurance agent 
has already been signed. It is this be- 
lief in himself that will carry him over 
obstacles, help him to surmount disappoint- 
ments, and enable him to hang on through 
thick and thin. Without it he may sell 
some policies, but he can never work at 
anything like his maximum capacity. 
Lack of Training 

Given a genuine liking for and a belief 
in the business, a liking for his Company 
and the Agency in which he works, pos- 
Sessed of a proper amount of capital, and 
aving a real confidence in himself, the 
agent will still scramble aimlessly around 
and fail to sell an adequate amount of 


life insurance uness he has received proper 
training. Present-day conditions are such 
that complete self-instruction is most diffi- 
cult, and for the average man wholly im- 
possible. The General Agent who fails 
properly to instruct beginners is short- 
sighted and derelict in his duty, and the 
beginner pays a heavy price for his neglect. 

Self-instruction is absolutely necessary 
and is the real means by which a man fits 
himself for larger business, but it is sup- 
plementary to the preliminary training that 
each man must receive if he is to succeed. 

Lack of Work 


After all is said and done, work, plenty 
of work, and Morr work is the only open 
sesame to success. The best guide for 
work is the determination of the minimum 
number of applications which must be 
secured each week in order to result in 
a business sufficient to provide the reces- 
sary income and striving to improve one’s 
selling ability beyond this minimum to the 
very highest point attainable. The estab- 
lishment of a daily quota of direct sales 
talks to be had with prospects, a weekly 
quota of applications which must be se- 
cured, and a monthly quota of business 
which must he delivered involves much 
work if the schedule is to be properly 
followed. 

The schedule should also include the 
keeping of an accurate record of policy- 
holders and prospects and the making of 
daily reports, either to oneself or to the 
General Agent. 


Changes of Name Which Also 
Involve Changes of Ownership 


Tf a change in the name of a co-part- 
nership or corporation which also in- 
volves a transfer of the ownership of 
such co-partnership or corporation, is 
effected, the procedure, the Equitable 
Society says, is as follows: 


(a) Where the Insured has reserved 
the right to change the beneficiary, 
the appropriate form of request should 
he executed by the Insured and for- 
warded to the Society with the policy 
for endorsement. 
(b) Where the policy is on the Cor- 
porate or Absolute Ownership plan, 
there should be submitted 
I. IN THE CASE OF’ A: Coe 
PARTNERSHIP, an assignment on 
the absolute form by the present 
owners in favor of the new owners 
executed in the following form: 


Pcatin Sia area een a co-partnership 
(name) 


Whe Stee raintasatteseeanseet eee 
(Names of partners executing the 
assignment) 

NOTE: 

The notary public must state in the 
acknowledgment that the individuals 
executing the assignment appeared 
hefore him in their capacity as mem- 
bers of the firm of 





(name of firm) 
2. IN THE CASE OF A COR- 
PORATION. a certified copy of the 
resolution adopted by the Board of 
Directors authorizing the assign- 
ment of the policy, should be fur- 
nished together with an absolute as- 
signment executed in behalf of the 
Corporation by the officers author- 
ized in the resolution to do so. The 
notarial acknowledgment should be 
in the form provided for corporate 
use as printed on the reverse side 
of the Society’s assignment blanks. 








New Insurance 


Insurance in Force 











CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opporeunity 
for work with this Cempany in goow ter- 
titory—men whe ean eollect the Soumigme 
as well as write the applications. y 
not make inquiry now? 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 
Address: 

ALBERT E.AWDE, Supt. of / gencie- 











Insurance Record, 1923 


Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co., 


Boston, Mass. 


$ 96,148,025 
719,421,634 














FARM LOAN APPOINTMENT 

The Metropolitan Life has appointed 
Glenn KE. Rogers assistant manager of 
the farm loan division of the company, 
under. Frank L. Bashore, who has been 
manager of the company’s farm loan 
activities since the company started to 
make such loans. 

Mr. Rogers is a native of Illinois and 
a graduate of Ames Agricultural College, 
lowa. He was a county agent in Min- 
resota engaged in farm loan work for 
some time and later was farm loan ex- 
aminer for fourteen states. 

PRESENT FOR J. W. STEVENS 

As a birthday present to James W. 
Stevens, founder of the Illinois Life, and 
chairman of the board of the company, 
the field force wrote 452 applications for 
a total of $1,471,500. 


JENNICHES GENERAL AGENT 


In announcing the appointment of 
Bart Jenniches as general agent for the 
United Life and Accident of Concord, 
N. H., at Detroit, to succeed C. E. 
srown the reverse was stated erroneous- 
ly in a recent issue of THe EASTERN 
Unperwritrer. Mr. Jenniches, who has 
an excellent record as an organizer and 
producer, is in charge as general agent 
and C. E. Brown is district manager 
under Mr. Jenniches. 


TAX LAW REVISIONS 


Revisions of the Federal tax law de- 
creases by approximately 25% the an- 
nual income tax but substantially in- 
creases the Federal estate tax rates. 
There is also imposed a special gift tax 
on gifts in excess of $50,000. 








INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal formg of ORDINARY Policies from $1,000.00 to $90,000.00, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 


MM cctv accacccdeudeessdcdedesédqdedsscsebenccaccasandeaanceceseanossaoasedute $36,916,613.78 

a SeeadaRa cor tntntnbinsncaises cescanscehernpangenessaaenmnenannes oe 
tal an cave Mis ccndkasnexaswearnadauescckedstuadcaucesddbcuascacusqededsaat 543,406. 

om mele eh vce ccccccccccccccctceccosesecnedstcdéséoncusaqnnceacoseésonssacsce 255, 168,568.06 

Payments to Policyholders Wiccndanckeuncaddcncdshduddedencisdtcudadsacudaadeneaian 2,696,034.43 

Payments to Policyholders since Organization...............0eeeeeeeeeeee 32,747,005.38 


JOHN G. WALKER, President 

















34 Nassau Street 








of endeavor, offers financial strength, reputation, magni- 
tude, leadership, and life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 





THE MUTUAL LIFE 


The Mutual Life Insurance Company of New ork 
has a record of EIGHTY YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 
and wars unbarmed, and to-day, as a result of eight decades 


New York 
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Unusual Booklet On 
Building of Estates 


IS BY TYLER HEWETT BENNETT 


Shows Results Under General and In- 
surance Estates; Compares Con- 
tractural and Trust Features 


\ remarkable booklet on estate build- 
ing through life insurance has been pre- 
pared by Tyler Hewett Bennett, estate 
engineer of New York, and one of the 
leading Mutual Benefit’ writers which 
forth in tables and text a com 
parison of insurance estates with general 
estates and traces the results for many 
vears into the future. Income insurance 
is shown to be the keystone of the future 
welfare and comfort of the home; the 
last word in estate building and the con- 
servation and distribution to insured and 
beneficiaries of the income 


sets 


and _ prin- 

cipal The booklet is handsomely 

printed and is dedicated by Mr. Bennett 

to “the fathers and mothers who dream 
dreams for their children’s children.” 

An insurance estate representing an 


from which the monthly income was de- 
rived. 


Distributions to be made for the suc- 


ceeding years are conditioned upon 
whether or not the Insured shall avail 
himself of the privilege of using the 


the 
the 
are 


dividends to purchase additions to 
capitalefund. These additions and 
distributions due to these increases 
shown at five year periods. 

Should the Insured elect to use the 
dividends to decrease the yearly deposits, 


the distributions will remain as shown 
above for the case of the decease of the 
Insured occurring the first year, 1. e., 


from $1,000,000 with approximately $47,- 
500 income to be distributed in monthly 
instalments. 

It has been assumed that the wife 
and children will survive the Insured, and 
in calculating the time of such survival, 
the American [Experience Table of Mor- 
tality has been used. This table is based 
on conservative estimates and the gen- 
cral experience of life insurance com- 
panies is that their policyholders exceed 
the longevity presumed in the American 
Ixperience Table. If the decease of the 
Insured were to occur during the first 
year of the contract, it is assumed that 


Frick Case Decision 
(Continued from page 1) 


volved: 


(1) Policies originally taken out 
in the 


name of some other beneficiary 
than Mr. Frick’s estate, containing no 
power to change the beneficiary; (2) 
policies originally made payable to Mr. 
Frick’s estate containing no provision 
for change of beneficiary, but subse- 
Guently assigned by Mr. Frick to his 
wife or daughter, if she survived him, 
without the reservation of power to re- 
voke the assignment; (3) policies which 
were so assigned but with power re- 
served to revoke the assignment; (4) 
policies originally made payable to Mr. 
lrick’s executors and subsequently by 
arrangement with the company, made 
payable to his daughter as_ beneficiary 
without power reserved further to 
change the beneficiary. 

Aside from the provision of the will 
for the payment of the taxes from the 
residuary estate, and assuming the act 
valid, and giving to it the interpretation 
claimed for it by the government, of the 
total sum of $108,657.38, eighty-nine per 
cent. would fall on the beneficiaries of 





TWO KINDS OF ESTATES 


GENERAL ESTATE 
INDEFINITE, UNCERTAIN, NO GUARANTEE 


INSURANCE ESTATE 
DEFINITE, 


CERTAIN AND GUARANTEED 





$1,000,000 Estate left to Heirs in Mortgages, Stocks, 





Bonds, Real Estate, Cash, etc. 














$1,000,000 Estate left to Beneficiaries with 





Life Insurance Companies 

















A a Additional No Depreciation of Estate 
Present caosion Reduction of Net Income Rate of Net Rate earned on $1,000,000 
Rate of Income annually _ from Income 
; of Estate due to. Estate of paid to a ee 
ncome _ by Trustees Fees ae eae Beneficiaries. Trustees’ Fees Net Income paid $47,500 
to : Average Scal 
Neca Expenses of Legal Fees | Net verage Scale res ahah te equivalent 
Net Settlement and Rate | $840,000 +} $1,000,000 For 1924 Personal Taxes to 4.75% on $1,000,000 
and Taxes Personal of _ 4.715% ‘ vz a and 5.65% on 840,000 
_ Taxes jincomey | — a and 6.42% on 739.200 
5% 16% 1% 4% | $33,600 3.36% _ _ NON and /. 0 on R 
Net Income to = one Year after Death of Investor, most favorable Rate 
4% on $840, pe vcecsosivevsereess . 33,600 Net Income to Wife and Children one month after Death of Insured... .. $ 47,000 
After Death of "Wile—-Eatat tor re hildren ended by Taxe 8, etc., approxi- Net Income to Children after decease of Wife....................--5--- 47,500 
mately by 127%... 739,200 Net Income to Grandchildren after Decease of Children to which is to be 
Income to Children at 4% . 29,568 added the income from $700,000 of Capital Fund............-....- 05% 15,750 
After Death of Children,. Estate for Grand sitdees n reduced woneunnite MSN MORIN 6 oo ceisseceisca s cave vas sbowansonaensasesterssaes 700 000 
by 12% to... pas fata ila ink haba wk sedi ale ie ped CORA CO GRAASONIOION, 6.5 cc is icdidas secs ctcsecccssecoeerees 300,000 
Income to Grandchildren at 4 /o 6, 1 Year's Interest added upon Distribution of Capital Fund.............-- 47,500 
Capital to Great-Grandchildren 572,436 
Lees ss ee = a ciieecaiaeiiieecialiie 
See Page 22. 
original capital fund of $1,000,000 is illus the wife would survive twenty-eight the policies, and eleven per cent. on Mr. 
trated years and during this time she would Frick’s estate. In other words, says 
Upon the decease of the insured the receive in incomes $665,000; each child = Judge Thomson's opinion, the act un- 


capital fund is retained by the companies 
and interest guaranteed on the same at 
the rate of 3% per annum, together with 
such dividends shall be declared by 
the companies. This illustration is based 
on the dividend allotment of 1.75%, mak- 
ing a total of 4.75% to wit, $47,500 pay- 
able in-monthly instalments. 

Should the death of the Insured occur 
during the first year, the wife of the In- 
sured would receive the income from 
50% of the capital fund, payable monthly, 
which, upon the present basis represents 
$23,750 per year of which $15,000 is guar- 
anteed or $1,979 per month of which $1,- 
250 is guaranteed. To each child during 
the life of the wife, interest from 10% 
of the capital fund, $4,750 per year of 
which $3,000 is guaranteed or $396 per 
month of which $250 is guaranteed. 
Upon the decease of the wife each child 
is to receive income from 20% of the 
capital fund, $9,500 per year of which 
$6,000 is guaranteed or $792 per month 
of which $500 is guaranteed. 


as 


How Distributions Are Made 


Upon the decease of a child of the 
Insured, 14% of the capital fund will be 
distributed in a one sum payment to the 
surviving children of that child, or issue, 
if any, otherwise, to the executors, ad- 
ministrators and assigns of the Insured, 
and the monthly income from 6% of 
the capital fund to be divided equally 
among the surviving children of that 
child. Upon the death of a grandchild 
there is to be paid to that grandchild’s 
estate that portion of the capital fund 


would receive, during the lifetime of the 


wife, incomes amounting to $133,000 and 
alter her decease they would each re- 
ceive in income $304,000. The total in- 


comes to be divided among each child’s 
children) amount to $71,250, and the 
capital fund paid as per contract, would 
amount to $1,000,000. To this capital 
fund is to be added an additional year’s 
income, so that the total returns from 
the insurance companies would amount 
to $4,253,750. A single deposit of $37,- 
O80 has been made by the Insured for 
the first year. The returns exceed the 
investment, therefore, by $4,216,670. 
The deposits of the Insured, the in- 
comes to the Insured’s wife and_ chil- 
dren and the capital payable upon the 
children’s decease according to the di- 
rection of the Insured have been calcu- 
lated for the Ist, 5th, 10th, 15th, 21st and 
27th year. Should the decease of the 
Insured occur during the 27th year, the 
last period shown on the illustration, the 
calculations indicate total deposits of $1,- 
001,160 and returns in the form of in- 
and capital of $4,764,033. This 
represents an excess of returns over in- 
vestment or — of $3,762,873. 


comes 


ON SALES BUREAU COMMITTEE 


Agency Secretary K. A. Luther, of 
the Aetna Life, has been elected a mem- 
ber of the executive committee of the 
Life Insurance Sales Research Bureau. 
He succeeds George L. Hunt, who re- 
signed to become a general agent of 
the New England Mutual for Con- 
necticut, 


dertakes to impose a transfer tax, ascer- 
tained by including in the gross estate 
the amounts which the executors never 
received and were not entitled to re- 
ceive, but which were received by his 
wife and daughter as insurance upon his 
life. 


Power To Tax 


The plaintiff's claim that the tax thus 
imposed is invalid, and the decision of 
this question involves the proper con- 
struction of the act and the question of 
its constitutionality, continued the opin- 
ion. None of the policies passed from 
the decedent’s estate by will, descent or 
distribution; nor can it be held that any 
of the policies were transferred in con- 
templation of death within the meaning 
of paragraph (c) of section 402, as all 
transfers occurred more than two years 
before the decedent’s death. If a trans- 
fer without consideration, within the 
period of two years, is deemed to be in 
contemplation of death, unless the con- 


trary be shown, it would seem that a 
transter prior to that time would be 
presumed not to have been so made; 


and there is nothing before the court to 

overthrow this presumption as to trans- 

fers of any of the policies in question. 
If it be true that the policies in ques- 


tion, on the death of decedent, did not 
pass from decedent's estate by will, 
descent or distribution, and that no 


transfer of them was made in contempla- 
tion of death, within the meaning of 
the act, they would not be subject to 
a tax imposed, either directly or indi- 
rectly, upon the transfer of the net es- 


ser 


tate of the decedent. Congress could 
impose a tax on such property, but not 
under the guise of an excise tax. 

Judge Thomson cited various decisions 
to the effect that a policy of insurance 
is a contract and that the rules. which 
are applicable to contracts govern their 
interpretation and enforcement; that the 
rights of the beneficiary attach at once, 
when designated as such in the policy, 
and are protected both by common law 
and statute; that where the beneficiary 
is the wife, her rights instantly vest upon 
a meritorious consideration; that it is the 
general rule that a policy and the money 
to become due under it, the moment it 
is issued accrue to the person mentioned 
as beneficiary; that when the designa- 
tion is made, his right is vested, taking 
complete effect as of that time, being 
in no wise modified or increased at the 
time of the death of the insured; that 
such contracts are usually for the bene- 
fit of some dependent, and the insured 
retains no owership of that which has 
passed to his beneficiary under the con- 
tract, and that so long as they last the 
nature of the beneficiary’s rights is not 
affected by a right reserved to change 
the beneficiary. If his designation be 
considered a gift, it is a present one, 
taking immediate effect, both in pos- 
session and enjoyment by the beneficiary. 
To the amount due on the policy, the in- 
sured has no title, the right to such 
amount does not spring into existence 
until after his death and even then, the 
money belongs to the insurer, who is 
charged with the duty under the con- 
tract, to pay to the beneficiary. 


Validity of the Act 


Under these facts, the policies being 
the property of others than the decedent, 
upon what legal basis does the imposi- 
tion of these taxes rest, says the opin- 
ion? It is defendant’s contention that 
the property itself is not taxed; that the 
tax is an excise on the right to transmit 
property at death; that the inclusion of 
non-taxable property in the measure of 
the tax, does not make the act unconsti- 
tutional, if the measure of the excise be 
reasonable; and that it is reasonable to 
measure such tax by including the value 
of any property of which the decedent 
has made testamentary disposition ; that 
the purchase of a policy of insurance on 
one’s life is a testamentary disposition 
and therefore the act is valid. 

The answer to this position is that the 
act undertakes to impose the tax upon 
the transfer of the net estate of the 
decedent, and excise on its. passing as 
the result of death; as distinguished from 
a tax on the property itself. Here there 
is no transfer at death, no passing of 
the property upon whose value the per- 
centages of taxation are based. Neither 
can it be said as contended by defendant 
in its supplementary brief, that if the 
taxes imposed by Sections 401 and 402 
cease to be an estate tax by reason of 
the effect of Section 408 and 409 it is 
transferred not into a direct tax but into 
an excise on the right of the beneficiaries 
to receive the insurance. 


Status of Policies 


It is not debatable therefore, continues 
the opinion, that those policies in this 
case, Which named Mrs. Frick as bene- 
ficiary, with no power reserved to change 
the beneficiary, vested in her absolutely. 
It is scarcely less clear that those policies 
made payable to the personal representa- 
tives of the insured, but which were 
afterwards assigned by him, in his life- 
time, without reservation in the assign- 
ment or policies, to revoke the assign- 
ment, vested absolutely in his wife and 
daughter. Nor did Judge Thomson 
doubt that in those policies which con- 
tuined no provision on the subject, but 
in which Mr. Frick by agreement with 


the company, substituted his daughter 
as beneficiary, reserving no right to 
further change the beneficiary, the 


daughter’s rights became vested at once. 
And finally, he was of opinion that in the 
three policies in which the assured re- 
served a right to revoke the assignments 
to his wife and daughter, but never did 


(Continued on page 13) 
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New Gain and Loss 
Exhibit Is Adopted 


WAS OPPOSED BY COMPANIES 





Henry D. Appleton, Chairman of Blanks 
Committee, Comments On Situation 
At Meeting Here 





The committee on blanks of the Na- 
tional Convention of Insurance Commis- 
sioners, of which Henry D. Appleton, 
deputy superintendent of the New York 
Insurance Department, is chairman, has 
adopted the report of the special com- 
mittee on revision of the gain and loss 
exhibit and has made the effective date 
December 31, 1925, to give the companies 
ample time to comply with the require- 
ments. A joint committee of the com- 
panies had objected to features of the 
proposed revision on various grounds. 
As a hearing before the executive com- 
mittee of the commissioners’ convention 
held in New York last week, Mr. Ap- 
pleton as chairman of the committee on 
blanks, made the following comments: 


Chairman Appleton’s Comments 


The report of the joint committee, 
representing the Association of Life In- 
surance Presidents and the American 
Life Convention states that they “voted 
unanimously against the adoption of a 
revised Gain and Loss Exhibit.” The 
joint committee of the companies is 
opposed to “the adoption of a revised 
Gain and Loss Exhibit,” and apparently 
they would oppose any revision, said Mr. 
Appleton, “based upon the same prin- 
ciples as the present Gain and Loss 
Exhibit.” 

The majority of the companies’ joint 
committee favors the adoption of a so- 
called Gain and Loss Exhibit which fol- 
lows the recommendations of the special 
committee of the Actuarial Society of 
America, as set forth in “Exhibit D” of 
the last printed report of the Special 
Committee of the National Convention 
of Insurance Commissioners. 

The form referred to as printed in 
“Exhibit D” of the last report of the 
special committee, does not contain “a 
complete statement of the profits and 
losses upon the business transacted dur- 
ing the year and the sources of such 
gains and losses” as required by the laws 
of a number of states. Accordingly, the 
form is not a Gain and Loss Exhibit 
within the meaning of the laws of such 
states, and the calling it by that name 
does not make it such an exhibit. 

The companies’ joint committee did 
not deny that the proposed revision im- 
proves the present Gain and Loss Ex- 
hibit, nor did any one else deny it. In 
fact, it appears to be generally conceded 
that the proposed revision would result 
in improving such exhibit, continued Mr. 
Appleton’s comments. The companies’ 
joint committee apparently objected to 
the revision on the ground that the 
adoption of the revised form “would 
quite properly give the impression that 
in the proposed form the objectionable 
and unsatisfactory features of the old 
form had been entirely eliminated.” The 
members of the special committee 
pointed out that this seemed to be a 
peculiar and unusual reason for object- 
ing to the proposed form. 

The special committee stated that all 
important suggestions of the company 
actuaries for improving the form were 
adopted. They stated, further, that the 
companies’ actuaries co- -operated splen- 
didly with them in working out the re- 
vision. The hitch came when the 
actuaries of a number of companies made 
it clear that what they really desired 
was the abolition of the Gain and Loss 
Exhibit, rather than any revision. 

The members of the special commit- 
tee pointed out that if the companies 
were working for the abolition of the 
Gain and Loss Exhibit, it would seem 
more proper for them to take direct 
action against such exhibit, rather than 
endeavoring to make it a dead letter by 
opposing any and all improvements in 
the form. 


It does not appear to be a valid argu- 
ment against the revised form to say 
that the revision is not perfect, con- 
tinued Mr. Appleton. Perfection in a 
matter of this kind can hardly be ex- 
pected. The same argument could be 
applied against the annual statement 
blanks, in view of the fact that there 
is a standing committee whose duty is 
to make such changes in the blanks an- 
nually as may be found to be necessary. 

The special committee did not agree 
with the statement of the companies’ 
Joint Committee that the principles of 
the present Gain and Loss Exhibit “con- 
cededly do not convey accurate or trust- 
worthy information and permit mislead- 
ing and unfair comparisons between com- 
panies.” The special committee stated 
that this may be partially true of the 
form of the present Gain and Loss Ex- 
hibit, but that they do not believe it 
is true as regards the principles of such 
exhibit. 

The argument that some persons make 
misleading and unfair comparisons of 
figures shown in the Gain and Loss Ex- 
hibit could also be applied to the figures 
shown in the annual statement income, 
disbursements, assets and __ liabilities. 
However, this would not be recognized 
as a valid argument against the require- 
ment for annual financial statements 
from insurance companies. 

It seems clear that the present form 


of Gain and Loss Exhibit is admittedly 
out of date and far behind the develop- 
ment of the insurance business. The ex- 
hibit should either be revised, or else 
abolished. It cannot be abolished un- 
less and until the laws of some states 
are amended. 

The Gain and Loss Exhibit, proper, as 
revised, contains only 51 items and about 
34 inside money spaces, as compared 
to the prseent exhibit, proper, which 
contains 110 items and 6 inside money 
spaces. The interrogatories are about 
the same length in the present and re- 
vised exhibits. The revised exhibit, 
proper, will go on one page in the annual 
statement blank, whereas the present ex- 
hibit, proper, requires nearly two pages. 
The report of the special committee 
provides for the adoption of a simple 
schedule, showing all changes in surplus 
for the year, according to classes or 
lines of business. The purpose of this 
simple schedule is to show which lines 
of business are making money and which 
are losing money for a company. Ac- 
cording to the calculations of the spe- 
cial committee, the revised exhibit, in- 
cluding the schedule showing the gains 
and losses according to classes or lines 
of business, will require less space than 
the present Gain and Loss Exhibit and 
will easily go on pages 8 and 9 of the an- 
nual statement blank, where the present 
exhibit is now found. 


Frick Case Decision 
(Continued from page 12) 


so, the rights of the assignees were 
vested. 

It is difficult to understand on what 
hypothesis this tax can be held valid. 
It would appear to be an attempt to im- 
pose a tax on the amounts received by 
the beneficiaries under the policies, and 
to compel the executors to become the 
collectors of the tax, although such 
amounts constituted no part of the estate 
and were not received by, nor in any 
manner under the control of the execu- 
tors. Gross inequities and unjust dis- 
criminations would inevitably result from 
such a method of imposing taxes. Should 
the tax exceed the value of the property, 
the possessor would be given no right to 
surrender it to the taxing power in lieu 
of payment. The estate would not be 
protected by the provision for recoup- 
ment; such right of action could never 
be the equivalent of immunity from 
taxes, even if an action would lie, by the 
executors, for the full amount paid, be- 
cause of the uncertainties of enforcing 
judgment. Conspicuously is this true in 
the act under consideration, because it 
imposes a liability on the executors for 
the full amount of the taxes, and at the 
same time only enables them by action 
to recover a part. 
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Courtesy and Promptness 


“It is undoubtedly a pleasure to know that within two 
hours after I received your very courteous and friendly 
letter in connection with my removal to Texas I was 
favored with a call from one of your local represent- 
atives, who personally offered to fulfill the promises of 


service contained in your letter.” 


This letter was made possible by a 


Direct Mail System which follows up the policyholder regardless 


of change of address and maintains Company and Agency 
contact with him—and 


A Service Bureau which sends adequate soliciting information 
about such policyholders to the resident agent. 


That Agents and the Home Office work in close harmony 
is evidenced by the letter above. Timely cooperation turned 
a small courtesy into a real interview. 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 
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NEW BOOK FROM ENGLAND ON 
SOCIAL INSURANCE 


A pertinent book from Great Britain 
has just reached this country as it re- 
views the subject of social insurance, a 
much more important subject in Eng- 
land than here because of the variety 
of and extent of social insurance there. 
This book, called “Social Insurance Uni- 
fied,” is by Joseph L. Cohen, a member 


of the advisory committee on social in- 
surance of the International Labor 
Office. Few people realize what colos- 


sal sums are already being spent on all 
forms of social insurance in Great Brit- 
ain. Mr. Cohen briefly notes them as 
follows: 


Fstimated Amounts Spent in 1922 





Old Age Pensions............ £22,500,000 
Health, Maternity and Dis- 
ablement Insurance......... £29,000,000 
Unemployment Insurance . £60,000,000 
Workmen's Compensation ...£12,000,000 
Burial Insurance .......<0.- £35,000,000 
RR ica vedcaeseoxate £158,500,000 


To this should be added the insurance 
funds organized by or for the workers 
friendly societies, collecting 
and benefit sections of trade 
These amount to £57,000,000 a 


through 
S¢ cieties 
unions. 
year. 


Mr. Cohen devotes an entire chapter 
to a criticism of the British social in- 
surance schemes. 


The main criticisms of old age pen- 
sions are that they discourage thrift, 
individuality and_ initiative, 
and that the age limit is too high, the 
benefit too low. 


play down 


The main criticisms of national health 
insurance are unsatisfactory medical 
lack of provision for medical 
inadequate money benefits, 
lack of attention to preventing illnesses. 


treatment; 
specialists ; 


insurance does not 
account improvement in 
chances of getting employments. 

The book is published by P. S. King 


& Son, Orchard House, 2 Great Smith 
Street, Westminster, London, _ 


Unemployment 
take into 


CHARTER RIGHTS 





Are Those of Fire Companies Nullified 
by New Highway Law of This State? 


Under the new amendment of the New 
York State highway law a provision has 
been inserted indicating that it will be 
necessary for every policy of insurance 
covering property damage, also to con- 
tain a provision against public liability. 
This, if it is narrowly interpreted by the 
Attorney-General or the Insurance De- 
partment, will prevent fire companies 
from carrying on automobile insurance 
in this State in the future. 

The question of its interpretation 
came up for hearing before the counsel 
for the Insurance Department and the 
Attorney-General’s representative on 
Wednesday at Albany in the tax de- 
partment. 

While many arguments were made, no 
final disposition of the issue was brought 
about. In an interview with the East- 
ern Underwriter William Otis Badger, 
Jr., representing a fire company at the 
hearing, stated that if the construction 
of the statute was narrowed; namely, 
that all fire companies were prevented 
by this amendment from writing auto- 
mobile cover in his opinion the whole 
statute was unconstitutional, as it de- 
prives fire companies of charter rights 
granted to them by the State. 





General of Seattle Seeks 
Mandamus to Compel License 


The General Insurance Company of 
Seattle, which Superintendent Stoddard 
refused to admit to New York State be- 
cause he does not care to pass upon the 
issue involved so close to the end of his 
term in office, has applied for a writ of 
mandamus to force its admittance. 
William Otis Badger, Jr., counsel here 
for the General, is handling the action. 
As reported in the last issue of THE 
IASTERN UNpbERWRITER Colonel Stoddard 
does not want to follow the traditional 
policy of New York State in refusing 
to license companies whose charters 
grant powers beyond those allowed by 
the New York law but he hesitates to 
set a new precedent upon the eve of the 
accession of James A. Beha to the super- 
intendency. 


UNION TO MEET MONDAY 


A special meeting of the Western 
Union has been called for Monday in 
Chicago to consider action to be taken in 
St. Louis on commission question. What 
the committee that recently visited St. 


Louis and conferred with the agents 
there will report is not known. How- 
ever, it is unlikely that the St. Louis 


agents will agree to any material de- 
creases in their commission rates while 
sO many companies of other organiza- 
tions stand ready to offer them the 
same rate of return they get today in 
case the Union should attempt to en- 
force its resolution adopted early this 
year at Pinehurst, N. C., to take. St. 
Louis out of the excepted city class. 





Victor N. Valgren, manager of the crop 
and weather department of the Auto- 
mobile, was honored Tuesday of this 
week by receiving a degree of doctor 
of philosophy from the University of 
Chicago. This degree was bestowed 
upon Mr. Valgren in recognition of 
research work done by him in the 
field of agricultural finance and econ- 
omics on which subjects he is rated as 
an authority. He is a graduate of the 
University of Minnesota and has had 
graduate work at the University of Chi- 
cago and Harvard. Mr. Valgren came 
to Hartford last December after having 
been connected with the federal depart- 
ment of agriculture since 1915. 

x * 

John A. Eckert, New York broker, 

sailed for Europe on Saturday. 
* * * 

Frank H. Davis, vice-president of the 
Equitable Life Assurance Society, re- 
cently visited Wyoming to see his 
mother who was ill, but is now recover- 
ing... 














The Human Side of Insurance 











C. C. FOWLER 


Clarence C. Fowler, special deputy in- 
surance superintendent of New York 
State, and head of the Liquidation 
Sureau of the New York Insurance 
Department, is to continue in office with 
the new insurance superintendent, James 
A. Beha. That will be good news to the 
insurance fraternity as Mr. Fowler has 
made an exceptionally good record in a 
post of extreme difficulty. He has saved 
policyholders of defunct companies large 
sums and the administration of some of 
these companies has been quite remark- 


ably efficient. 
* * * 


A. G. Mcllwaine, Jr., United States 
manager of the London & Lancashire, 
is chairman of the building committee of 
the Phoenix National Bank of Hartford 
which opened a beautiful new building 
in Hartford on Monday. From 4 o’clock 
in the afternoon until 9 o’clock at night 
15,000 residents of the city inspected the 
structure. an amazing turnout. Flowers 


arrived all day. 
* 


Spencer Welton, vice-president of the 
Fidelity & Deposit, who was in St. Louis 
addressing the St. Louis Surety Under- 
writers, tied the golf score record of the 
Belleverive Country Club course by mak- 
ing a 640 yards hole in three. 


* * * 


Gerald A. Eubank, manager for Michi- 
gan for the Canada Life, headquarters 
at Detroit, was in New York last week. 





COVERS CLEVELAND DELEGATES 





Hartford Agent Insures Party of Sev- 
enty-six at Republican Convention 
Against All Losses 


A Hartford insurance agent has in- 
sured the Connecticut delegation to the 
Cleveland Republican convention. The 
number in the party is seventy-six. The 
premium is $266. The policy did not 
cover losses due to the failure of any 
“favorite son” to secure the vice-presi- 
dential nomination. 

The insurance provides the delegates 
and guests not only $5,000 accident in- 
surance on each of the seventy-six in 
the party, but also provides coverage on 
the baggage and personal effects of all 
members of the delegation, covering fire, 
theft, larceny, pilferage, lightning, tor- 
nado and perils of’ transportation. The 
personal effects of each member of the 
delegation are insured against these 
hazards to an amount of $1,500, with a 
limit of $450 on jewelry, silverware and 


furs for each delegate or guest. 

The personal effects coverage is in the 
Automobile Insurance Company. Morgan 
B. Brainard, 
proup, fs" a 


president of the Aetna 
( member of the delegation. 


E. J. Cole, of Fall River, Mass., who 
is president of the Massachusetts local 
agents’ association, and New England 
regional vice-president of the National 
Association of Insurance Agents, is one 
of the hardest working insurance men in 
his section of the country. In con- 
junction with many others he has been 
working continuously for several months 
to defeat the reciprocal bill in the Massa- 
chusetts legislature. During the last 
few weeks Mr. Cole has made over a 
dozen trips to Boston to appear in op- 
position to the measure, which finally has 
been held over for a year. Mr. Cole is 
extremely popular among local agents 
and is invited to many of their conven- 
tions outside of his own state. He was 
one of the speakers at the annual con- 
vention last week of the New York 
Association, and is now busily engaged 
preparing for the joint New England 
convention at Jefferson, N. H., late this 


month. 
* * * 


Marcelline White, petite, pretty and 
clever, is one of the successful young 
women insurance agents in upper New 
York State. She lives at Olean, where 
at under twenty-five, she is a mem- 
ber of the insurance and real estate firm 
of Spindler Bros. Co. and also an execu- 
tive officer in another thriving company 
in Olean. Her title is that of office 
manager, but she possesses real sales 
ability and does a large bit of personal 
fire and casualty business. Born Janu- 
ary 11, 19(?), Miss White was one of 
eleven children in her family. After go- 
ing through elementary and high school 
in Olean, Miss White joined Spindler 
Bros. in 1919 as a bookkeeper. The firm 
at that time transacted a real estate busi- 
ness only. Three years later Spindler 
Bros. started to write insurance and a 
relative of one of the members of the 
firm was given charge of this develop- 
ment work, but he soon resigned to de- 
vote his time to something which inter- 
ested him more. Rather than surrender 
their insurance connections, Spindler 
Bros. offered Miss White full charge of 
the department. As her father was for 
many years a life insurance agent, she 
had some knowledge of insurance and 
went ahead with the job. Today the 
agency represents ten fire companies and 
one casualty company. On January 1 of 
this year, Miss White was admitted into 
partnership upon an equal basis with 
the other two heads. Her motto, she 
says, is hard work. Miss White last 
week represented the agency at the 
annual meeting of the New York State 
Association of Insurance Agents at 


Syracuse, 
* * * 


Thomas A. Edison, the inventor, visited 
Hartford last week. In talking about 
life insurance he said to a reporter from 
the “Courant” of that city who asked 
him if he carried much insurance: “No. 
Fifty-one years ago two insurance agents 
would not write policies on me because 
they did. not consider a man who worked 
so hard as I did a good risk.” 


* * * 


W. D. Barrett, who is now head of the 
home office agency department of the 
National Surety, was at one time a spe- 
cial agent for the National and recently 
was manager of that company’s Detroit 
Branch Office. Prior to his joining the 
forces of the National Surety he was 
active in casualty lines. 

x * * 


Miss Louise Herbert Rogerson, daugh- 
ter of W. L. T. Rogerson, vice- -president 
of the Life Insurance Company of Vir 
ginia, was graduated from St. Catherine’s 
School in Richmond last week with high 
honors. She served as president of the 
senior class during the past session. 
Mr. Rogerson returned from a trip 
abroad just in time to be present at the 
graduating exercises, 
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Boulton Defends 


His Story of Lloyds 


STATEMENT ABOUT HIS BOOK 





Contends That Lloyds’ Underwriters 
Will in Legitimate Cases Support 
Weak Member 





Sidney Boulton, former chairman of 
Lloyds, London, and author of the book- 
let, “The Story of Lloyds,” which formed 
the basis of the sensational recent suit 
brought against the corporation of 
Lloyds for liability sustained by one of 
the underwriting members of the or- 
ganization, has written a remarkable 
letter to the editor of “The Review,” an 
English insurance journal, in which he 
explains and defends certain statements 
made by him in his pamphlet which led 
some persons to believe that possibly the 
corporation of Lloyds stood behind every 
policy. 

Following is Mr. 
full: 

You have been good enough to send 
me a copy of your paper for 9th inst. 
containing an article on what is now 
known at Lloyds as the “Harrison” Case. 
You have also invited my comment. 
This invitation I have been carefully 
considering, but have finally decided to 
comply with it, for these reasons: 

Having been largely rseponsible for 
the measures taken during the last 
twenty years for maintaining the credit 
of a Lloyds Policy, I may be able to 
throw some additional light on some 
points raised during the hearing of the 
case, points which still remain obscure. 

Being also joint author, with the Com- 
mittee of Lloyds, of the pamphlet, “The 
Story of Lloyds,’ on which the plaintiffs 
based their claim that the Corporation 
of Lloyds was liable for the undertak- 
ings of its members, I realize that silence 
on my part might be construed as an 
admission of the correctness of certain 
obiter dicta of the learned judge; as a 
matter of fact, 1 submit that a careful 
examination of these same obiter dicta 
will show that they are based on an im- 
perfect understanding of the fact, and a 
misreading of the actual words of the 
pamphlet. 

I hasten to make it clear that I ac- 
cept full and entire responsibility for the 
statements and opinions contained in 
this letter. 

I believe in speaking out clearly and 
boldly, and I hold that a little plain 
speaking would have prevented some of 
the uncertainty and obscurity that sur- 
rounds what is really the important 
question that emerges from the results 
of this case. 


What Is Lloyds Security 
That question is: What is the security 
of a Lloyds Policy? 
Is there any foundation for the state- 
ment in “The Story of Lloyds” that— 
“Lloyds has solved the problem of 


Boulton’s letter in 





combining individual energy, enter- 

prise and initiative with the col- 
or, on the other hand, is it true, to quote 
the words of a witness, 

“If a member of the public took 
out a Lloyds Policy, his only security 
was the solvency of the individual 
underwriter” ? 

Let us first examine the obiter dicta 
on “The Story of Lloyds.” They are 
contained in a short paragraph of about 
seventy words: 

“There are one or two statements 
in that pamphlet which certainly can- 
not be supported. There is a state- 
ment, for instance, that there is in- 
dividual initiative together with cor- 
porate liability. There is no ‘cor- 
porate lability’ There is a state- 
ment that the premium income of 
Lloyds is now thirty millions a year. 
As a matter of fact, Lloyds have no 
premium income at all. They have 
not thirty million, or thirty pence, of 
premium income.” 

Now, it will be seen that the words 
“corporate liability” do not appear in the 
pamphlet. he actual words are “the 
collective security of a Corporate body.” 

So here is a misquotation of vital im- 
portance. 

‘The complete misunderstanding of the 
obvious meaning of the words on page 
18 of the pamphlet is worthy of ranking 
among the naive judicial utterances, the 
classical instance of which is the inno- 
cent query, “Who is Connie Gilchrist?” 
which amused a bygone generation. 

‘The words in the pamphiet are: 

“Lloyd’s consists today of 1,096 un- 
derwriting members.... The pre- 
mium income for 1920 was upwards 
of thirty million sterling.” 

Who could possibly interpret these 
words as meaning that Lloyds Corpora- 
tion had a premium income of that 
amount? 

It would be difficult to condense into 
a short paragraph more complete ex- 
amples ot what you have termed “liter- 
ary inexactitudes.” 

it is really rather funny that the 
paragraph in which they occur was deal- 
ing with the importance of verbal ac- 
curacy. 

So much for the obiter dicta. 

Now ior the statement that “the only 
security in a Lloyds Policy was the 
solvency of the individual underwriter.” 


Security of Policy Is General 


Not only is this statement entirely at 
variance with all that had transpired 
during the trial, such as that all bona- 
fide holders of policies had been paid in 
full, etc., etc., but there is one most im- 
portant fact, which did not come out in 
court, whcih is vital to the proper un- 
derstanding of the position. 

In Lloyds Act of 1911 it was pro- 
vided— 

“That the Society should in certain 
cases be authorized to make good 
any deficiency arising by reason of 
the default of any guarantor, or 
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Marine and Fire Insurance Cor.pany, Limited 
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London & Lancashire Insurance Co., Ltd., 


OF LIVERPOOL, ENGLAND 





OF LONDON, 


Law Union & Rock Insurance Co., Ltd., 


ENGLAND 





Orient Insurance Company, 
OF HARTFORD, CONN. 





Eastern Department 
Hartford, Conn. 


Western Department 
Chicago, Ills. 


Safeguard Insurance Company, 


OF NEW YORK 


Pacific Department 
San Francisco, Cal. 


























CHARLES HOYT SMITH 
OR 
MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. ee. 
Telephone 8371 


We pay Brekers liberal commissions and protect their accounts. 
We furnish insurance Engineering and Prevention Service gratis on 


Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Autemebiles. 


We represent fifteen of the leading Fire Companies and are (homer a! 
Agents for the Globe Indemnity Company. 
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The North River Insurance Co. of 
New York 

Richmond Insurance Company of 
New York 


United States Merchants & Shippers 
Insurance Company 
New York State Fire Ins. 

Albany, N. Y. 
Union Fire Insurance Co. of Buffalo, 
New York 


Co. of 


F. M. Gund, Manager, Western Depart- 
ment, Freeport, Illinois 


Hines Brothers, Managers, Southern 
Depattment, Atlanta, Georgia 





CRUM AND FORSTER 
110 WILLIAM STREET—NEW YORK CITY 
REPRESENTING 


United States Fire Insurance Co. of 
New York 

British America Assurance Co. of 
Toronto, Canada 

Western Assurance 
Toronto, Canada 

Potomac Insurance 
Washington, D. C. 


United States Underwriters’ Policy 
of New York 


Company of 


Company of 


W. S. Jackson, Manager, Pacific Coast 
Dept., San Francisco, California 


Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
Carolina 
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the insufficiency of any security fur- 

nished by members.” 

The necessary alteration in the By- 
Laws was not made until 1921, when the 
Committee were empowered to make 
good oul of Corporate Funds any de- 
ficiency that might occur in the assets 
of any members 

The “Harrison” failure was not the 
first occasion on which the Committee 
exercised these powers, but the unusual 
nature of these Bill transactions ren- 
dered it advisable to consult the mem- 
bers on the propriety of reimbursing the 
losses of holders of such guarantees. 
The members supported the views of the 
Committee and made a voluntary con- 
tribution of about £200,000 as a sub- 
stantial mark of their approval of the 
course proposed, namely, that no inno- 
cent person shuld suffer through the in- 
solvency of the members of the “Har- 
rison” Syndicate. 

In the face of all this, how is it pos- 
sible to defend the statement that the 
only security was the solvency of the 
individual underwriter? 

That may have been true 15 years 
ago; it is so no longer; and to allow it 
to remain uncontradicted is mischievous 
and misleading 


li the Committee see fit to make any 
official announcement, they will not find 
it easy to explain the actual position 
more correctly and concisely than by 
using the words of my lecture of 2% 
years ago, but if they require a more 
precise formula, how would this do? 

The Committee have made certain 
regulations to protect policvholders from 
any loss arising from the insolvency of 
members. Should these regulatjons 
prove inadequate, the Committee are em- 
powered to make good out of Corporate 
Funds any deficiency in the assets. 

That is, | think, better than repeating 
over and over again the same long rig- 
marole what these regulations are, when 
everybody knows that in some few in- 
stances at least they have proved use- 
less. 


DAW ON RATING SCHEDULE 





Syracuse Manager Says It Will Take 
Over Three Years To Complete 
Rating In the State 


Larry Daw, secretary of the Syracuse 
Division “of the New York Fire Rating 
Organization, and formerly a_ special 
agent in upper New York State, ex- 
plained the operation of the uniform 
schedule to the convention in Syracuse 
last week of the New York State Asso- 
ciation of Local Agents. The schedule 
is now being put info operation through 
the state as rapidly as possible, but it 
will he three to five years. Mr. Daw 
said, before the entire state has been 
rated. At present the section west of 
Svracuse has about heen completed. 

In speaking of the work of agents 
in securing rate reductions on large 
properties through imorovements in 
hazards, Mr. Daw urged them to con- 
centrate on the maior changes which 
might be made to gain rate reductions 
but not to spend too much time on minor 
details. It is costly oftentimes to install 
new fire protective devices and Mr. Daw 
advised agents not to recommend changes 
to the owner of a piece of property if 
the cost was obviouslv in excess of any 
savings in rate he might secure. Agents 
have come to Svracuse to the rating 
headquarters he said to get data which 
are quite unessential. 

The larger cities are now being rated 
in small areas and the sheets published 
frequently in order to keep all rates 
strictly up-to-date, according to Mr. 
Daw. Formerly when the rate sheets 
were not published until an entire city 
had been surveyed many rates were ob- 
solete when they appeared as changes of 
ownership and occupancy had freauently 
occurred. He expressed the wish that 
agents assist the rating organization by 
notifying it of important changes in 
risks whenever they hear of such. 
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Fire, Marine, Windstorm, 

Automobile, Sprinkler Leak- 

age, Riot and Explosion In- 
surance. 














“Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 























CAREER OF J. W. ROSE 


New Secretary-Treasurer of New York 
Agents’ Ass’n Prominent in Buffalo 
For Many Years 


J. W. Rose, head of J. W. Rose & Co., 
of Buffalo, and newly-elected secretary- 
treasurer of the New York State Associ- 
ation of Local Agents, is likely to prove 
a popular occupant of the office just sur- 
rendered by Eugene A. Beach. He is a 
genial agent and well-liked in Buffalo. 
When asked by THe Eastern UNpEr- 
WRITER for a sketch of his insurance 
career, he said: 

“IT am afraid that such a sketch would 
be very short and somewhat common- 
place. I began in the summer of 1902 
as a broker, with no business and very 
little knowledge of insurance. In No- 
vember, 1902, I secured the general 
agency of what was then the Great East- 
ern Casualty Co. of New York, which 
as you know, was merged a few years 








ago, with the Union Indemnity Co. of 
New Orleans. I am therefore just com- 
pleting my twenty- -second year, con- 
tinuous representation of that casualty 
organization in Buffalo. I continued to 
specialize in casualty insurance and 
wrote fire insurance solely on a broker- 
age basis, until 1914, when I extended 
my facilities and began writing fire in- 
surance as a policy writing agent. Have 
continued business as a general insurance 
cffice since that time. 

“In 1916, I incorporated my agency 
since which time the business has been 
conducted as J. W. Rose & Co., Inc., 
of which I am president and treasurer. 


Cc. J. McGINLEY TRANSFERRED 

Charles J. McGinley, special agent of 
the Commercial Union for Eastern Penn- 
sylvania with headquarters in Harris- 
burg, has been transferred to the New 
York suburban district with his office 
in Jamaica, Long Island. 





LOYAL TO FRIENDS, AND 


TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 

hy Bliven, Vice-Pres. and West. Mgr. 
H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital *$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 


Net Surplus... 


8,181,979.1 
*3,501,619.22 


$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 1924. 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


THE 
GirardF.eM. 


INSURANCE CO. 


of Philadelphia 


Organized 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve  Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 2,949,854.39 


Net Surplus.... 1,075,257.03 
... -$5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Walte Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 
Reserve Reinsur- 

ance Fund and 


Reserve for all 
other liabilities.. 


Net Surplus... 


2,208,445.09 
865,373.90 


. $3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 











H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organized 1866 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve’  Reinsur- 
ance Fund and 
all other liabili- 
ties 


Net Surplus ....1,819,295.35 


Total .........$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.85 
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Beach President Of 
N. Y. State Ass’n 


WAS SECRETARY FOUR YEARS 








Convention Passes Resolution That 
Companies Sever Bureau Relations 


With Mutual Companies 





Following four years of successful and 
diligent work as secretary of the New 
York State Association of Local Agents, 
Eugene A. Beach, of Syracuse, was last 
week unanimously elected president of 
the organization to succeed Frank L. 
Gardner, who declined to run again fol- 


lowing three years as chief executive. 
Mr. Beach is a member of Beach, 
Mitchell & Newhall, one of the leading 
insurance agencies in Syracuse. 

Ward H. McPherson, Buffalo, was re- 
elected vice-president, and J. W. Rose, 
Buffalo, was elected secretary-treasurer. 
The new executive committee consists of 
Mr. Gardner, Gilbert T. Amsden, Roch- 
ester, and Glenn H. Johnson, Syra- 
cuse. Mr. Gardner, John B. Rogers, 
Warwick, and C. D. Melhuish, James- 
town, were elected to fill vacancies on 
the board of directors. 

In addition to the stirring and force- 
ful address of Congressman Underhill 
of Masachusetts, delivered at the ban- 
quet of the annual meeting at the 
Onondaga Hotel in Syracuse last week, 
the outstanding feature of the conven- 
tion was a resolution adopted by the 
more than two hundred members pres- 
ent, urging that all stock insurance com- 
panies take steps to sever bureau and 
State Fund relations with mutual com- 
panies and that local agents live up to 
the ethics of the business by not repre- 
senting both stock and mutual com- 
panies. The delegation from the New 
York Association going to the conven- 
tion in Milwaukee of the National As- 
sociation in September will present this 
resolution on the floor there. 


Warner Introduces Resolution 


Meeting mutual competition was the 
real keynote of the Syracuse convention, 
but the various angles discussed led to 
no definite conclusion until Edward H. 
Warner, of Buffalo, presented the reso- 
lution which the convention afterwards 
adopted in substance. Mr. Warner stated 
that local agents in most cases were 
keeping mutuals out of their offices, and 
trying in every legitimate way to over- 
come their competition and that it was 
the duty of the companies to help by 
severing organization relations and also 
refusing to reinsure mutuals. 

W. J. Farber, of Bowen, Perry & 
Fobes, Syracuse, and chairman of the 
committee on arrangements, made a fine 
talk on meeting mutual casualty com- 
petition, and Mr. Melhuish treated the 
fire end of this problem. 

KImira agents are among the first to 
engage in real battle with the mutuals. 
The insurance division of the Elmira 
Chamber of Commerce, which was for- 
merly the local insurance club, is being 
sued by the World Mutual Casualty In- 
surance Company of New York for $250,- 
000 as a result of the publication of a 
certain advertisement dealing with 
mutual insurance. The case has not yet 
come to trial. 


Suggest Separation From Mutuals 


After considerable discussion Thurs- 
day morning it became evident that the 
universal opinion of the agents attend- 
ing the convention is that no agent can 
properly serve both stock companies and 
mutuals, although many agencies try to 
0 it. It was suggested that all mixed 
agencies in New York State and also in 
the whole country be dissolved. In other 
words that a campaign of complete 
separation of stock and mutual com- 
Panies be inaugurated. However, the 
idea got no further than a suggestion 
as the resolutions committee did not act 
upon it. 


Reporting on the progress made by 





local insurance clubs Joseph H. Miller 
of Utica said that in his city the out- 
standing event was an outing last year 
for the employes of all the agencies. 
This getting together has helped ma- 
terially good fellowship and business re- 
lationships between the Utica agencies. 
During Fire Prevention Week the local 
board was instrumental in leading the 
work, by calling on the local public of- 
ficials to help and by carrying the cam- 
paign into the schools, homes, theatres 
and other public places. 

Edward T. Ellis of Niagara Falls, de- 
clared that the local board there had a 
100% membership of the twenty-one 
agencies in the city. One of the main 
accomplishments of the board was to se- 
cure the restoration to the agencies of 
the insurance on the county public build- 


ings. This insurance was grabbed off 
by some cut-rate fire companies a few 
years ago, but last year the Board of 
Education was influenced by the local 
board to return the business to the regu- 
lar agents in Niagara County. 

LeGrande Pellet, Newburgh, stated 
that his town had one of the oldest local 
boards in New York State. One of the 
big battles now engaging the board is 
to keep desirable business away from 
the New York brokers. He cited one 
instance where united pressure by the 
local board had meant the elimination 
of an outside broker who had secured 
some business for a short while. On the 
matter of county school insurance and 
local compensation risks this insurance 
was turned over to the local board for 
division among the agents. 


Syracuse Advertising Campaign 

Carroll Knapp, Syracuse, reported on 
the successful advertising campaign car- 
ried on by the local board in the Syra- 
cuse daily newspapers once or twice a 
week. The results are mostly indirect, 
said Mr. Knapp, but through favorable 
camments made by persons outside the 
insurance business the advertisers know 
there is a real return for the outlay 
made. The board has connections with 
the business administration course at 
Syracuse University by which it fur- 
nishes speakers frequently who lecture 
on insurance topics. 

Binghamton has organized a local in- 
surance club recently and already has 
enrolled eighteen of the twenty-five 
agencies in the city. 

In addition to becoming involved in the 
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eAnother California Product with an 
International Market 


Vessers and vessel cargoes in every port of the world, 
homes, factories, stores and merchandise in every city 
of the United States and Canada, automobiles on every 
highway from the Atlantic to the Pacific are today be- 
ing protected by the policies of the FrREMAN’s FuND. 


Foods and fruits are not the only California products 
that have achieved an international market. 


Fire Automobile and Marine Insurance 
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suit with a mutual company the Elmira 
club has united the agents into giving 
brokers only one-half of an agent’s com- 
mission for business brought in instead 
of a larger percentage as heretofore 
granted. 

President Gardner warned the agents 
that the only method of eliminating the 
competition of the unfit, but politically 
or otherwise favored, insurance agent is 
to institute written examinations for ap- 
plicants for brokers’ or agents’ licenses. 
It is just, he said, to require of a man 
seeking to sell insurance and shoulder- 
ing the responsibilities of this work a 
fair rudimental knowledge of insurance 
fundamentals. He praised the state in- 
surance department for its consistent 
efforts to keep undesirable men out of 
the insurance business and expressed 
the hope that a law would be passed in 
the next session requiring examinations. 


As an illustration of how outsiders are 
vrabbing off risks one agent told of a 
postal clerk in his community who care- 
fully watelhed the mail and could tell 


policies when they went through his 
hands by the size and appearance of the 
envelope. Copying the names on the en- 


velopes this clerk would wait a year and 
then solicit renéwals for a cut-rate com- 
pany. He has succeeded in building up 
quite a little business by this method. 
The agent who recited the story says he 
beats his competitor’s system by mailing 
his policies in another postal district. 


William H. Hecox of Binghamton, 
whose knee-pan was smashed on Wed- 
nesday while en route to the convention 
when his automobile ran into a tree, will 
be in the hospital for several days yet. 
He will be operated upon late this week 
or early next week and will return to his 
recuperate as soon as_ his 
doctors will permit him. He is now in 
the hospital at Cortland. 

| M. Allen, of Helena, Ark., and 
former president of the National Asso- 
ciation, sent a telegram to the conven- 
tion congratulating the association upon 
its excellent program. 


home to 


Underhill Attacks 
Federal Interference 


WITH PRIVATE ENTERPRISE 


Mass. Congressman Says Efforts Are 
Being Made To Overthrow the 
Federal Constitution 


Charles L. Underhill 
from the Ninth Massachusetts District, 
which is near Boston, drew tremendous 
applause from the 300 and more persons 
attending the annual banquet last Wed- 
nesday evening of the New York State 
Association of Insurance Agents at the 


Congressman 


Hotel Onondaga in Syracuse with his 
vigorous defense of the federal consti- 
tution and his denunciation of “borers 


from within” who are trying to turn 
the public mind against the present form 
of government in this country. 

Congresman Underhill is well-known 
to insurance men because of the 
hard fight he has been waging against 
the Fitzgerald Bill in Congress, which 
secks to install a monopolistic work- 
nien’s compensation fund in the District 
of Columbia. Largely through his ef- 
forts, the bill did not come up for vote 
this session of Congress, but it has been 
placed high on the calendar for early 
consideration when Congress reconvenes 
in December. 

Through the growth of bureaucracy 
in’ Washington, according to Mr. Un- 
derhill, the government is constantly en- 
croaching more and more into’ the 
domain of private business. He _ cited 
eighty-eight bureaus and boards now 
functioning and these represent only a 
part of the whole. A vociferous and 
well organized minority in Congress, he 
said, is succeeding in leading the gov- 
ernment into business in contradiction 
to the intention of the founders of our 
government who wrote the constitution. 

Denouncing the measure before Con- 











gress to abolish the Railway Labor 
Board Mr. Underhill called it an attempt 
to put the railroads into the grip of or- 
ganized labor. Other bills which have 
or might have passed would have in- 
creased government expenses by $12,- 
(00,000,000, 

Rival organizations are working to- 
cay in Washington to influence legisla- 
tion in Congress. The United States 
Chamber of Commerce, on the one hand, 
is striving to preserve the integrity of 
private industry while the labor unions 
are following out an exactly opposite 
program, Congressman Underhill de- 
clared. 

The speaker did not mince words about 
violators of the eighteenth amendment 
and those who called it a failure. Such 
persons, of whatever rank they may be, 
are encouraging the overthrow of the 
constitution and are giving support to 
general violation of the nation’s law. “ 
am) not preaching a sermon on_ pro- 
hibition,” said Mr. Underhill, “but on 
loyalty and regard for fundamentals.” 

The twenty-odd investigations carried 
on this year into government depart- 
ments Congressman Underhill character- 
ized as the “Bureau of Inquisition.” 
He deplored the mentality of those per- 
sons who would poison the public mind 
against the framework of this govern- 
ment and reduce it to a government by 
fright instead of by law. The best vote 
taken by Congress this year was to ad- 
journ, he said, as the Republican party 
has deteriorated into a panic and the 
Democratic party into a picnic. 

Instead of trying to reduce federal ex- 
penses Congress is rapidly increasing the 
financial obligations of the government. 
Many bills of such nature may be laid 
to the labor unions and other organiza- 
tions which clamor continually for gov- 
ernment regulatory powers under the 
guise of reform, in the opinion of Mr. 
Underhill. [very government ownership 
or control bill is endorsed by the labor 
unions, he told the convention, and a 
large minority in these unions is fighting 
for government instrusion in private en- 


terprise. Assertions by labor unions that 
the government can make money in 
business have been proven utter fallacies. 

In closing Congressman Underhill 
urged the insurance men to oppose un- 
justifiable attacks on all lines of busi- 
ness as they never know when insurance 
may become the football for politicians 
and then it will need support from 
friends in other businesses. Mr. Under- 
hill scarcely mentioned the Fitzgerald 
Bill, except to say that it was the big 
opening wedge in the battle against in- 
surance by the destructive element in 
this country. 





EDWARD B. CANTINE DIES 


Was For Thirty-Five Years Prominent 
in Albany Insurance and Political 
Circles; A Republican 


Edward B. Cantine, president of E. B. 
Cantine, Inc., of Albany, and for thirty- 
five years prominent in insurance, poli- 
tical and fraternal circles in the capitol 
district, died Saturday night at his home 
in Albany. Mr. Cantine was born at 
Rutland, Vt. in 1862 and was a direct 
descendent of Moses Cantine, who came 
to America in 1638 and settled in New 
Paltz, Ulster county. 

Mr. Cantine came to Albany in 1890 
to enter the insurance business and had 
a rapid rise to political power. His 
genius as an organizer was credited 
largely with the rise of the Republican 
organization of William Barnes. He 
was a thirty-third degree mason. The 
funeral took place Tuesday at 2:30 at 
the Westminister Presbyterian Church 
church under the auspices of the Temple 
Commandery Knights Templar. 

Edward B. Cantine, Inc., represents 
the Home, the Home Life, Lloyds’ Plates 
Glass, London and Lancashire Indem- 
nity Company of America, Massachu- 
setts Accident, National Ben Franklin, 
Palatine, Orient, Insurance Company of 
North America, United Firemen’s, Union 
Indemnity and Commercial Union. 
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INSURANCE ASSOCIATION 






CAMDEN, NEW JERSEY 


January First, Nineteen Twenty-four 


CAPITAL STOCK ° ° 
NET 
Reserve for Unearned Premiums ° 
Reserve for Losses in Process of Adjustment 
Reserve for Taxes a 
Reserve for all other Claims 


SORPLUS .. . 


Total Assets 


$1,500,000 00 
2,006,430 47 
3,955,186 82 

657,242 00 
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To Cancel Premiums 
On Japanese Covers 


AS HELP TO ’QUAKE VICTIMS 





British Companies Decide to Pay to 
That Extent Even Though Not 
Liable for Heavy Losses 





British fire insurance companies have 
decided to return to all Japanese holders 
of fire policies at the time of the earth- 
auake last September, who suffered loss 
by fire then, a full year’s premium. 
This move will take the place of any 
ex-gratia payments on the policies which 
the English companies do not feel obli- 
gated to pay as every fire policy in Japan 
specifically and clearly excluded the 
earthquake hazard. However, to show 
they are willing to help te a limited de- 
gree the decision to cancel premium 
payments on policies written during the 
last year has been taken. 

Commenting on this step the “London 
Times” financial editor says on Tuesday 
of this week: 

“We are able to announce a decision 
of an unprecedented character on the 
part of the British fire insurance com- 
panies in respect to the damage caused 
by the great earthquake in Japan on 
Sept. 1. 

“The companies which definitely ex- 
cluded from their policies in ggost pre- 
cise terms all risk of loss or pal by 
earthquake have not seen their way to 
pay any claims in respect of risk which 
was so clearly excepted. The wording 
of the provision excluding risk of earth- 
quakes was, it is understood, submitted 
to and approved by the Japanese 
authorities before its issue. 

“Were they to have paid the claims 
in respect of such damage, the wording 
of the policy conditions would have been 
set at nought and a precedent would be 
created which might well have proved 
disastrous to the conduct of insurance 
on sound lines. 

“At the same time the British insur- 
ance companies, wishing to give a clear 
sign of their good-will toward those who 
were insured against the ordinary risk 
of fire and of sympathy for those who 
suffered losses, have decided to return 
to the insurees a full year’s premium. 
This payment will, in the aggregate, 
represent a very substantial sum. The 
form which the return of the premiums 
will take will probably be that of will- 
ingness to cancel the payments due on 
the policies affected.” 





VIRGINIA AGENTS TO MEET 





State Association Gathering at Roanoke 
On July 10-11; To Push Member- 
ship Campaign 


The annual convention of the Virginia 
Association of Insurance Agents will be 
held in Roanoke July 10-11. It had been 
previously decided to hold the meeting 
in Roanoke the latter part of June, but 
it was subsequently decided to postpone 
it until a later date because of a con- 
flict with another convention. Decision 
to hold the meeting July 10-11 was 
reached at a meeting of the executive 
committee in Lynchburg a few days 
ago. 

In addition to fixing the convention 
date and discussing preliminary details 
of the meeting, the committee conferred 
with Field Secretary Hoopes of the Na- 
tional Association relative to plans for 
a Campaign to organize more local boards 
and to increase the membership of the 
State Association. 

In furtherance of this work, Mr. 
Hoopes will make a tour of the state. 
Impression prevailed at the meeting of 
the committee that Louis T. Dobie, of 
Norfolk, will consent to serve another 
term as president of the association. 

€ is now rounding out his first term 
as head of the organization. The custom 
lor some years has been for the presi- 


dent to fill the office for two consecutive 
Years, 


~ 











Go the Limit 


in giving your clients the best you 
can in Insurance Protection and 
Service. Valuable clients expect 
it and demand it, just as much as 
you expect the companies you rep- 
resent to give their best in service 
and aid that will bring more busi- 
ness to your door. 


Norwich Union anticipates the 
needs of its agents and equips them 
to render service that will strength- 
en their relationship with the pub- 


lic and result in more valuable 
returns. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
Hart Darlington, President 
J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President 





H, P. Jackson, Vice-President 


Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 
Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 
Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 
The Agent Who Seeks to Give Good Service 


Mast Himself be Well Served 


COMPANIES 











London Assutance Wins 
In Fraud Claim Case 


ATTEMPT TO COLLECT FAILS 





Porto Rican Court Holds Plaintiff Did 
Not Suffer Alleged Loss Through 


Fire 





The London Assurance has won its 
suit with Rivera & Company of Porto 
Rico, in which the latter attempted to col- 
lect $5,280 for an alleged heavy fire loss 
on Meunier chocolate, but which claim 
the District Court of Mayaguez has 
thrown out as a fraud. F. A. C. 
Hastrup, an adjuster of San Juan, played 
a leading part in checking up several 


false entries in the inventory book of 
the plaintiff. Angel Acosta, district 
judge at Mayaguez, summed up the lead- 
ing points in the litigation as follows in 
his opinion: 

1—That the value of the merchandise 
stored in the commercial establishment 
of Rivera & Company on April 30, 1922, 
was less than five hundred ($500) dol- 
lars; 

2.—That the groceries and fixtures of 
said commercial firm of Rivera & Com- 
pany were not destroyed by the fire, 
which was rather of an incipent char- 
acter and soon extinguished, the result- 
ant effects being merely the burning of 
the provision stand or counter and the 
ceiling and the scorching of the upper 
part of a stack of flour and another 
stack of salt. 

3.—That at the time of the frustrated 
fire the value of the commodities in 
stock in the mercantile establishment of 
Rivera & Company did not exceed five 
hundred ($500) dollars. 

4—That the claim of the firm of 
Rivera & Co. is spurious and fraudulent 
and is based on false statements made 
by the plaintiff with the object of de- 
frauding the fire insurance company— 
“The London Assurance Corporation.” 

5—That the claim of the firm of 
Rivera & Co. was presented to the com- 
pany on October 9, 1922, whereas it 
should have been submitted on May 15, 
1922, and, as covenanted by the plaintiff 
and defendant in Clause 10 of the policy, 
the fire having taken place on April 30, 
1922, the insured firm of Rivera & Co. 
was in duty bound to deliver within 
fifteen days, at latest, from the date of 
the occurrence, or at such other time as 
it might have been allowed in writing by 
the insurance company, the documents 
set out or required by said Clause 10 
of the insurance contract, namely, a 
statement of the losses and damages 
caused by the fire, showing in the most 
exact and detailed manner possible the 
various objects destroyed and the amount 
of the corresponding loss taking into 
consideration the value of such objects 
at the time of the occurrence without 
allowance for profit, as well as a detailed 
statement of any and all other insurance 
in force and effect and covering such ob- 
jects. 

6.—That the fire was wilful, that is to 
say—not accidental. 

7.—That prior to the fire or incipient 
conflagration the firm of Rivera & Co. 
removed part of its merchandise and 
wares to the establishment of Miguel 
Rivera—a brother of the partner of 
Rivera & Co. with the object of defraud- 
ing the insurance company. 





PUSH 20% FLAT SCALE 

Several fire insurance executives are 
being lined up in support of a campaign 
to put into effect all over the country a 
flat 20% commission scale for fire insur- 
ance. Adherents say this would solve 
the excepted city problem and also elim- 
inate the open competition for higher 
rates existing in several important cen- 
ters. It is rather dubious whether many 
local agents would look with favor upon 
20% for every sort of risk after enjoy- 
ing higher rates for several years but 
the idea is being pushed as a means for 
reducing acquisition costs. 
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If fire should destroy your store today, would 
you be able to carry on “business as usual” 
tomorrow? 

Or put it this way: With your place of bus- 
iness destroyed and in the process of recon- 
struction, would you be able to show a profit? 

if you carry Business Interruption Insur- 
ance, the answer is “Yes!” Business Interrup- 
tion Insurance pays your profits and your fixed 
charges during the period of reconstruction 
that follows a fire. It begins where Fire Insur- 
ance leaves off. 

Our local representative will be glad to 
show you how this protection can be applied 
to your business. Let us put you in touch 
with him. 


NEW YorK UNDERWRITERS AGENCY 


A. & J. H. STODDART 
100 William Street, New York City 


Since 1864 this General Agency organization has been a factor in the econom- 
ical distribution of insurance protection and it has always endeavored to 


merit the position of leadership that it has occupied in the insurance world. 





| ee advertisement at the left 
will appear in the July issue 
of System—a_ publication that 
reaches over 210,000 leading 
business men. 


The New York Underwriters 
Agency is especially well equipped 
to help its local representatives 
solicit and underwrite Business 
Interruption Insurance risks and 
has always been a leader in the 
development of this valuable 
form of protection. 
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R. R. Martin Succeeds 
O. G. Boyle as Manager 
AN ANNOUNCEMENT BY ATLAS 


New United States Head, Canadian 
Manager, Arrives Here Today; 
Falloon to Sail July 5 








Oswald G. Boyle, United States man- 
ager of the Atlas, has resigned because 
of ill health and he is succeeded by Ron- 
ald R. Martin, now manager of the com- 
pany in Canada. Mr. Martin is thirty- 
seven years old, for five years has been 
Canadian manager of the Atlas, and be- 
fore 


that was assistant manager, and 
prior to that was with the Norwich 
Union. H. H. Ray has been appointed 


deputy manager. 

The appointment was announced by 
C. Falloon, general manager of the com- 
pany, who has been on this side for 
some weeks and who will sail on July 5. 
Mr. Martin is due here from Montreal 
today. 

Mr. Boyle’s Career 

Oswald G. Boyle has spent his life- 
time in the fire insurance business. He 
has been a hard and loyal worker in 
whatever post he has occupied and has 
got to the top by ability. He has many 
friends in the business, particularly in 
the Eastern territory. His first position 
was as a clerk with the old American of 
New York in 1891, advancing to a posi- 
tion of field man, territory being New 
York and New Jersey. 

In 1896 he went to the Manchester 
which bought the American of New 
York and traveled out of Pittsburgh. 
Among his other work for the Man- 
chester was to adjust the Baltimore 
losses of the company. When the Man- 
chester was amalgamated with the Atlas, 
Mr. Boyle was transferred to Philadel- 
phia, having New Jersey and Pennsyl- 
vania. His reputation as a field man 
was very high. In 1917 he was brought 
into the home office of the Atlas as gen- 
eral agent, being appointed sub-manager 
in 1920. Two years ago he was made 
manager. At one time Mr. Boyle was 
president of the Underwriters’ Associa- 
tion of the Middle Department. 

In announcing the resignation of Mr. 
Boyle and the appointment of Mr. Mar- 


tin, General Manager Falloon said to 
agents im part: 
Dear Sirs: It is but a little over two years 


ago that | notified you of the appointment of 
Mr. Oswald G. Boyle as United States Manager 
of the “Atlas.”” It is now with deepest regret 
Il have to advise you that on the grounds of 
health, following a severe illness, we have felt 
compelled to accept Mr. Boyle’s resignation, 
which will take effect as from the 16th instant. 

nh recognition cf his long service with the 
“Atlas,” and with the “Manchester” prior 
thereto, the Directors have made suitable pro- 
vision for Mr. Boyle and he carries with him 
into his retirement the hearty good wishes of 
the company. 
The Directors, following their policy of pro- 
motion from among the leading officers of the 
Company, have called on Mr. Ronald R. Martin, 
at present Manager for Canada, to succeed Mr, 
Boyle as United States Manager. They are con- 
ident that Mr. Martin will completely carry 
forward the best traditions of our old company, 
now in its 116th year. It will be shown that 
mature age has but added to its energy and de 
veloped its powers of service to you; the addi- 
tion of over $600,000 to the assets of the Com- 
pany in this country of which you were re- 
cently advised is the best kind of evidence that 
the company is a great believer in the United 
States business and is bent on developing the 
value of its splendid plant here to the uttermost. 





' J. M. LAYTON DIES 
_ J. M. Layton, prominent local agent 
in South Norwalk, Conn., and father of 
K. D. Layton, vice-president of the Na- 
tional of Hartford, died last Saturday. 
He was seventy-seven years of age and 
had been in the insurance and real es- 
tate business for half a century. The 
agency will be carried on by the surviv- 
ing members, Lawrence K. Paul and 
Elton B. Baker. 





THIS IS A NEW ONE 
Charles O. Truex, of 37 Montgomery 
Street, Jersey City, is attorney for a 
new corporation, the Club Insuring 
Service, Inc., of New York. It has a 
Capital of $5,000. 








Fire 

Lightning 
Windstorm 
Tornado 

Use and Occupancy 


Wa. E. WOLLAEGER, Presivent 
HERMAN AMBOS, Ass‘T. Secy 


A Sign of Good Protection 





Writing: 


FRANK DAMKOEHLER, SeEc'y, 





Rents 

Marine 

Sprinkler Leakage 

Riot and Civil Com:notion 
Explosion 


R. E. BRANDENBURG, Treas. 
ROBERT H. MOORE, Ass'T. Sac’ 























Chicago Notes 








Usually about this time of year the 
ventle breath of spring wafts through 
the winter-chilled offices of the cities and 
with a pleasantly enervating touch turns 
each hive of industry into a_ listless 
garden of sighs as each stone-bound 
city dweller’s thoughts turn to the great 
outdoors with its golf, its baseball, its 
old swimming hole of long ago, and 
he envisions some shaded, soft grassy 
brookside under a fleecy cloud flecked 
blue sky inviting a delightfully dreamy 
nap and it is not very long before a 
spring outing for the organization has 
been declared. 

June so generally works this way that, 
whereas shy spring has refused to make 
its customary advances in spite of its 
being leap year, force of habit has made 
June of this year no less fruitful in the 
number of outings planned and soon 
many an innocent “city-folk” will be 
learning from alarmingly _ practical 
demonstration of the variable nature of 
the busy little bee, that all cattle are not 
timid cows of unassuming and retiring 
nature, that the snake and spider fam- 
ilies are far from extinct and that a 
pork chop in the ice box is far better 
than a foraging pig in the picnic lunch 
basket. 





Some of nature’s earliest temptors 
from among the insurance organizations 
of this section are: The Cook County 
Field Club, which meets at the Green 


Valley Country Club at Wheaton on 
June 18; The Class One Members of 
the Chicago Board of Underwriters, 


meeting at the La Grange Country Club; 
The Wisconsin Field Men’s Club, gath- 
ering at Delavan Lake, Wis. 
Auto Rates Lowered 
It is hoped that the volume of auto- 
mobile fire and theft premiums will be 
materially increased as a result of the 
lowering rates in the new manual about 
to be distributed by the Western Auto- 
mobile Underwriters’ Conference. Rates 
on new cars are lowered and increased 
on old cars so that companies figure no 
loss in premium on present volume of 
business. Adjustment of losses will be 
on the actual value of car at time of loss. 
Collision rates are reduced about 20%, 
which met with the approval of the 
casualty companies. 





Hudson Motor Loss Settled 
The recent Hudson Motor Company 
loss at Detroit has been settled for $97,- 
Q0O under property damage coverage and 
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$14,000 under use and occupancy, which 
is pleasing to the companies as the 
original loss estimate for property dam- 
age alone was $440,000. J. P. Bune- 
mann, assistant manager of the Western 
Adjusmtent Co., adjusted the loss for 
the Western Factory Insurance Asso- 
ciation. 

The Brotherhood of Locomotive Engi- 
neers, one of the most influential and 
prosperous of the labor unions, which 
has long operated a life insurance de- 
partment for its members, together with 
various other cooperative banking and 
merchandising activities, is now con- 
sidering the establishment of a fire in- 
surance branch. The Brotherhood is 
holding its triennial convention at Cleve- 
land this month. 





GILES’ NEW POST 

Chauncey Giles has become associated 
with the Insurance Company of North 
America’s Agents and Brokers Service 
Department at 122 William Street. He 
was formerly connected with the Aetna 
Affiliated Companies in the Automobile 
Department, and has recently been man- 
ager of the brokerage firm of The Strong 
Corporation. 

The Insurance Company of North 
America’s Agents and Brokers Service 
Department which was originally inaugu- 
rated by the company to offer facilities 
for out-of-town fire business, has made 
considerable progress since its inception, 
and offers, under the management of 
Charles F. Enderly, facilities for fire, 
automobile and marine lines. 


DAVIS, DORLAND OUTING 


Davis, Dorland & Co., insurance brok- 
ers, will hold its annual outing on Sat- 
urday, June 21, at Karosoynis, Glenwood 
Landing, on Long Island. The party 
will leave Pier 5, North River, at 10 in 
the morning on the steamer “Observa- 
tion.” 


CANAJOHARIE CORPORATION 


J. . Stoughton & Co., Inc., has been 
incorporated in Canajoharie, N. Y., with 
a capital of $25,000. The directors are 
J. E. Stoughton and E. F. Van Valken- 
burg, of Canajoharie, and Samuel W. 
McCleary, of Amsterdam. 
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GENERAL FIRE ASSURANCE COMPANY 


of Paris, France 


1838 


a URBAINE FIRE INSURANCE COMPANY 4 


of Paris, France 


1807 


EAGLE, STAR & BRITISH DOMINIONS INSURANCE CO., Ltd. ; 5 | 


of London, England 
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Colonel Cunningham’s 
Current Comment 


By Skerry 





In fishing for business it is well to know the 
difference between a nibble and a bite. 


It is useless to say to insurance agents that there 
is no trust in the business, for most agents have about as 
much trouble in collecting their premiums as in writing 
There ought rot to be even this much 
of trust, for insurance premiums should be ‘“‘spot cash.” 


their business. 


Premium receipts would increase if ‘‘castles in the 
air’’ were insurable. 





Other things being equal, or even somewhat un- 
equal, the agency with a time-seasoned record for 
intelligent, fair and businesslike treatment of its com- 
panies and clients will grow, while the agency with a 
deserved reputation for haphazard indifference must 
expect diminution. 

















An agent reporting a fire loss to his company said. 
“This building burned down before our fire department 
got there; but you couldn’t expect such a lively, hustling 
element as fire is to wait all night for our fire laddies to 


finish an interesting game of poker.” 


Writing about a valuable blooded terrier which 
he had insured as live-stock egainst fire, an agent said: 
“This is the most expensive sort of dog, next to a Wall 
Street pointer.”’ 





Inquiring of an agent why he had renewed the 
insurance on a building for more than he valued the 
building in his daily report of the year before, he replied: 
“It is the fault of my clerk in not increasing the value in 
proportion to the increased insurance.”’ 








Fire-insurance beirg a retail 


nothing in its detail too small in dollars ,and cents to be 


disregarded. 


“OLD and TRIED” 


B. W WEST Presidert 





business, there is 





INSURANCE COMPANY 


H. N. DICKINSON, Vice-President 


R. S. BUDDY, C. R. WHITEHEAD, Assistant Secretaries 


GLENS FALLS, N. Y. 


F. M. SMALLEY, F. L. COWLES, H. W. KNIGHT, J. A. MAVON, Secretaries 


R. C. CARTER, Treasurer 


FOUNDED in 1849 


—_ 
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VACATION AD TIPS 











ADVERTISING 

Agents looking for advertising copy will 
find an inexhaustible store of ideas in con- 
nection with vacation insurance. These 
headlines for newspaper ads are suggested 
by the Fireman’s Fund. 


THE PERSONAL EFFECTS FLOATER 

“What will you wear at—” (name some 
fashionable resort near your city). 

“800 Vacationists Lose Baggage” (Broad 
Street Station Fire at Philadelphia). 

“Can You Afford Two Vacation Out- 
fits?” 

“Going to Europe This Summer ?” 

FIRE INSURANCE 


“Vacation Time—Fire’s Opportunity.” 

“You Can’t Lock Fire Out When You 
Go Away.” 

“Your Fire Insurance Policy May Be 
Automatically Suspended When Your 
Home Is Vacant.” 


AUTOMOBILE 
“Get Your Automobile Insurance Ready 
for Your Vacation Trip.” 


“When You Need Automobile Insurance 
Most.” 


“Make Your Motor Trip One of Last- 
ing Pleasure.” 


TORNADO 

“Tt Doesn’t Take a Tornado to Do Seri- 
ous Damage.” 

“A Good Gamble on the Side of Safety.” 


GENERAL 


“A Vacation to Remember With Pleas- 
ure.” 

“What Will Your Vacation Cost?” (No 
telling without insurance). 

“Leave Worry Behind.” 


ST. LOUIS COMPROMISE SEEN 





Agents There Feel Nothing Will Be 
Done To Change Commissions Un- 
til After Union Meeting 


St. Louis agents today are more con- 
fident than ever that the Western Union 
will not force war here by going through 
with its programme for taking St. Louis 
out of the excepted city class on Julv 1. 
enforce a graded scale of 15, 20 and 25 
and put through separation of agencies 
in the Mound Citv. 

The maioritv of the sellers of fire in- 
surance entertain these optimistic views 
despite the conferences of Tuesday and 
Wednesday, Mav 27 and 28. between the 
committees of the Western Union and 
the Fire Underwriters’ Association of 
St. Louis. ended abruptly without reach- 
inv a definite conclusion. 

However, it is because of that meeting 
of minds that the local men feel that the 
skies have cleared and that the brim- 
stone has been removed from the local 
atmosphere. Thev believed that the con- 
ference really accomplished much. for, 
they say, it gave the powers that be in 
the Western Union first hand informa- 
tion of just how the local agents stand 
and the reception that would be accorded 
anv attempt to put through the drastic 
formula previously concocted for St. 
Louis to take effect on Julv 1. Further it 
showed just what concessions would be 
accepted by the local men willingly, or 
at least without a serious conflict. 

Naturally prior to the meeting the 

estern Union officials received sundry 
and diverse reports on the St. Louis 
situation. This information was cotored 
fo suit the individuals who gave it out. 
Tt was not correct in every detail, and 
if depended upon was certain to have 
disastrous results. 

Just what powers were possessed by 
the companies committee is not known, 

or they were not called upon to put 
them into effect. And it may be Sep- 
tember before the final results of their 
trip come to light, for it is possible and 
hot improbable that nothing further will 
é done as to St. Louis until the West: 
etn Union meets again. 


DINNER TO W. H. NORRIS 





Cc. M. Hansen, Vice-President of the 
General Reinsurance, Host at Party 
at the Waldorf 


A farewell dinner was given last 
Thursday evening at the Waldorf As- 
toria by C. M. Hansen, vice-president 
and general manager of the General Re- 
insurance Corporation, to a small party 
of friends in honor of W. H. Norris, 
casualty manager of The London Assur- 
ance. 

Among those present at the dinner 
were J. G. White, president of the Gen- 
eral Reinsurance Corporation; Charles 
H. Holland, president of the Independ- 
ence Indemnity; J. Scofield Rowe, vice- 
president of the U. S. Fidelity & Guar- 
anty; Frederick Richardson, U. S. man- 
ager of the General Accident; J. H. 
Packard, U. S. manager of The London 
Assurance; C. H. Miller, vice-president 


of the General Reinsurance Corpora- 
tion; and Herbert R. Clough, reinsur- 
ance negotiator of New York and Lon- 
don. 

Mr. Norris arrived in New York a 
couple of weeks ago en route for 
Montreal and returned to England Fri- 
day on the “Majestic.” 


HARTFORD STOCKS 





Past Week Has Shown Decidedly Up- 
ward Move In Both Fire and Life 
Holdings 


Roy T. H. Barnes & Co., Hartford, 
said on Tuesday relative to Hartford 
insurance stocks: 

“The feature of the local market has 
been the strength in insurance stocks 
during the past week. In the fire group 
Automobile Insurance Company shows 
an advance of 15 points at 430 bid, stock 
offered at 440. Aetna Fire is up 2 points 
at 512 bid, offered at 520. National Fire 
is up 5 points at 553 bid, offered at 560. 
Phoenix Fire is unchanged at 440 bid 
offered at 450. Hartford Fire is off 1 
point at 548 bid, offered at 555. All of 
the fire stocks carrying July 1 dividends 
are expected to be declared shortly. 
Automobile Insurance has declared the 
regular quarterly dividend of 2% per 
cent payable to stockholders of record 
June 14 and Aetna Casualty & Surety 
Company has declared the usual quar- 
terly 3 per cent payable to stockholders 
of the same record. 

In the life group, Travelers shows an 
advance of 7 points at 715 bid, offered 
at 725. Aetna Life Insurance Company 
is up 3 points at 561 bid with offerings 
at 567. Aetna Casualty & Surety Com- 
pany is up 7 points at 522 bid, offered at 
530. 





The Beginning 


of The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





= 





RALPH B. 


IVES, 


President 





NEW AGENCIES now } 
being ESTABLISHED 








‘*Then give to the World the 
best that you have and the best 
will come back to you.” 














“Housekeeping.” 


HENRY EVANS 


NEW YORK 





CHICAGO 





HOUSEKEEPING 


\F IMMEDIATE IMPORTANCE to the safety of every building is what we term 
() specially is this true of the plants and mercantile establish- 
ments where oily waste, shavings and other rubbish accumulate rapidly and where 
such seemingly insignificant items affect insurance rates. 


Impress this fact on the minds of your clients, remembering, too, that The Con- 
tinental stands behind you with ample service where the more complicated forms 
of fire prevention and protection as well as schedule rate checking are encountered. 


Ask the Continental Special 
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EIGHTY MAIDEN LANE, NEW YORK,NY. 
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Royal’s 1923 Report 
Is Called Gratifying 


CONSERVATIVE PROFITS MADE 








Chairmar Woodsend An Inten- 
tion To Retire After Reviewing 
Various Accounts 





Thomas Woodsend, chairman of the 
board of directors of the Royal, which 
heads one of the most powerful insurance 
company groups in England, rendered a 
conservatively optimistic report of the 
company’s operations in 1923 at the 
seventy-ninth annual meeting of stock- 
holders held May 24 in Liverpool. At 
the close of his address which covered 
all the fields of insurance in which the 
Royal and its subsidiaries engage, Mr. 
Woodsend annotnced his intention to re- 
tire as chairman on account of advanc- 
ing age after having held that position 
for six years. 

Following are pertinent extracts from 
the chairman’s report: 

“I think I may be pardoned in saying 
that I undertake my annual review of the 
operations of the company with a con- 
siderable feeling of satisfaction—justified 
by the excellence of the results shown in 
the accounts which have been submitted 
to you. For whilst these results do not 
equal those of the exceptional years 1918 
and 1919, still they indicate a degree of 
prosperity which in these times of gen- 
eral business depression is very gratify- 
ing. 

Fire Department 

“Our premiums are again on the up- 
grade and at £6,709,350 show an increase 
of £282,228. To a large extent this is ac- 
counted for by the improved business 
conditions in the United States to which 
| referred a year ago. Our losses in- 
cluding contributions to fire brigades 
were £123,699 less than those of the 
previous year, and the ratio is reduced 
from 53.28 per cent. to 49.19 per cent., a 
very favorable percentage indeed for a 
company doing a world-wide business. 
Our expenses continue to be high, es- 
pecially commissions which have in- 
creased slightly from 15.23 per cent. to 
15.39 per cent. Management expenses 
also keep high in spite of continuous ef- 
forts towards economies, but still we are 
moving in the right direction as shown 
by the reduction, slight though it be, 
from 25.54 per cent. to 25.34 per cent. 
The net fire profit after adjustment of 
the reserve for unexpired premiums on 
the customary 40 per cent. basis amounts 
to £563,578, being 8.39 per cent. of the 
premiums, which under all the circum- 
stances I consider very satisfactory. We 
have strengthened the additional re- 
serve in this account by £400,000 in order 
to keep the total fire fund more or less 
equal to one year’s premiums. 


Marine Department 


“It is pretty generally known that the 
marine insurance market continues to 
pass through very difficult times. The 
values of ships and cargoes continue to 
fall and rates of premium on both hulls 
and cargo still show a downward 
tendency. The market has suffered from 
severe competition, and, as a matter of 
fact, it is clear that owing to the de- 
pressed condition of international ship- 
ping trade, there is not enough business 
to go ’round. 

“It is gratifying to know that the 
“Royal” marine department and_ the 
“British and Foreign” more than held 
their own, and there was but a small 
diminution in premium turnover in the 
year 1923 as compared with 1922. 

“It is a matter of congratulation that 
the underwriters in Liverpool and Lon- 
don, New York, and San Francisco and 
their colleagues elsewhere, have by care- 
ful discrimination been able to show an 
underwriting profit on the closed year, 
viz., 1922, of £112,148, after making full 
Provision for all possible future claims. 
In this connection I would like to make 
Special reference to our New York de- 
partments, where the present unfavor- 
able conditions of marine insurance are 
Possibly reflected more acutely than else- 
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where, and consequently the success of 
our operations must be particularly 
gratifying to Mr. Simpson and Mr. Hoff- 
man, our underwriters, as it is to us. 


Accident Experience 


“Our general insurances account shows 
a very large increase in Premium In- 
come, amounting in all to £807,013. To 


some extent this increase is brought 
about by internal re-adjustments, such 
as the Irish Free State alteration, to 


which I have referred and which neces- 
sitates an unusual entry in this account 
also. Principally, however, the increase 
is due to the enterprise of our deservedly 
popular daughter company in the United 


States, the Royal Indemnity Company, 
and to a very important development in 
our Motor Insurance business in this 
country, which with considerable suc- 
cess we have been seeking to augment. 
Those of you who take the trouble to 
read the speeches of the chairmen of the 
various insurance companies cannot fail 
to have been struck by the fact that 
many of these gentlemen have referred 
to the unfavorable conditions of casualty 
business, and chiefly to that section of it 
which deals with workmen’s compensa- 
tion business in the United States. 

“In transacting as we do a large gen- 
eral business of this kind in America, 
ve have been subjected to the same ad- 
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verse conditions, and, while the profit 
shewn on this account is not quite 2 
per cent. of the premiums, I think we 
may congratulate ourselves that, small 
as it is, we are able to shew a balance 
on the right side, and we think that it 
reflects very great credit upon those 
gentlemen who are looking after the in- 
terests of the Royal Indemnity Com- 
pany in the United States that we are 
able to shew a result which compares 
favorably with the general experience of 
offices transacting a large volume of this 
business. Steps are being taken to en- 
sure a more reasonable return to the 
companies in connection with this work- 
men’s compensation business in America, 
and there is every reason to hope that 
in time the business will be placed upon 
a normal profit-yielding basis, although 
the improvement is not likely to mani- 
fest itself in the immediate future. 


Dependent On United States 


“In conclusion I would add a passing 
remark in regard to the present year, 
of which the best I can say at the 
moment is that so far we have no reason 
to anticipate that it will be inferior to 
the one which has just closed. We are 
dependent in a large degree upon the 
course of events in the United States 
whence we draw so large a proportion of 
our business in every department. The 
present prosperity in that great country 
augurs well for insurance prospects, but 
one cannot but feel that conditions there 
are poised on a somewhat delicate bal- 
ance, liable to be swayed one way or 
the other by imperceptible currents 
whose incidence it is difficult to gauge. 
Our general manager recently returned 
from a visit to New York, which, though 
brief, will nevertheless prove of ap- 
preciable value, inasmuch as he had an 
opportunity of discussing, at a confer- 
ence, matters of moment with our lead- 
ing representatives in the United States 
and Canada. On account of the mag- 
nitude of our interests we endeavor to 
keep in close contact with our operations 
in North America, and there is no bet- 
ter method than by the visits which our 
yeneral manager makes, more or less an- 
nually, to the other side, for the purpose 
of consultation with our officials there, 
to whose loyal and efficient services we 
Owe so much. 

“In Europe there are 
dull, seemingly impenetrable, clouds 
which have obscured the social and 
financial atmosphere since the Armistice 
may possibly be breaking and that a 
brighter era is about to dawn which we 
hope will inaugurate a period of general 
prosperity in which we are bound to par- 
ticipate. In the meantime, conditions re- 
main very difficult, more difficult from 
the point of view of unbridled competi- 
tion than has ever been the case in our 
experience, but we have before us in the 
results of 1923 a good indication of the 
capacity of our company to maintain a 
steady course, even under adverse condi- 
tions, and so we are enabled with justi- 
fiable confidence to look hopefully to- 
wards the future. 


signs that the 


ADVERTISE IN BALTIMORE 

The Baltimore “American” is running 
an insurance page, edited by FE. Simon 
Janks. A co-operative ad is being run, 
under the heading “Buy Good Insurance 
and Get Sound Protection.” 
Those signing the ad are 
Frick; Joseph W. Brooks & Co.; M. K. 
Surch & Co.; Callum, Inc.; A. Roszel 
Cathcart & Co.; Dunahue-Brawner Co.; 
Lawford & McKim; Mason & Carter; 
Maury, Donnelly, Williams & Parr; Poor 
& Alexander; E. J. Richardson & Sons; 
Riggs, Rossmann & Hunter, Inc.; John 
G. Rolker, Inc; H. L. Spear & Co.; F. 
R. Sullivan, Jr., & Co.; G. C. Swope & 


Jaldwin & 


Co., Inc.; Tongue & Longfellow; Henry 
M. Warfield-Roloson Co., Inc.; White & 


McCurley; R. Eugene Zimmerman & Co. 





H. V. SMITH MADE MANAGER 
Harold V. Smith, 
Franklin Fire, has 
Philadelphia 


Insurance 


secretary of the 
been appointed 
manager of the Carolin 
Company which has recent 


been admitted to Pennsylvania. 
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U. & O. Takes Worry 
From the Assured 


WHAT IT DID FOR HECLA MINES 
Manager Tells Readers of “System” 
What This Coverage Did for 
His Big Plant 

The Hecla Mining Co. carries use and 
occupancy insurance in addition to fire 
insurance and in April, 1923, raised the 
amount of its use and occupancy from 
$500,000 to $1,000,000. On July 13 of 
that year, the entire surface plant at the 
mine was destroyed by fire. During the 
suspension this occasioned, the company 
paid two quarterly dividends, amounting 
to $400,000. The company’s use and oc- 
cupancy insurance is described for 
readers ~* “System” by James F. Mc- 
Carth: s manager. He discusses it as 
follows: 

“Our use and occupancy insurance is 
carried by the fire insurance companies. 
Nearly all the companies which carried 
use and occupancy policies also carried 
policies covering fire loss. At the time 
of the fire, we carried $337,000 fire in- 
surance on our Burke plant on a 90% 
co-insurance basis in addition to our use 
and occupancy policies. All of this in- 
surance was paid. 

Appraisal 

It is our custom to have our property 
appraised by experienced people, with a 
view to easy adjustment in the event of 
fire. This appraisal is brought up to 


date every second or third year. Thus, 
the information contained in the ap- 
praisal made the adjustment of our 


losses a simple matter, particularly as 
the appraisal company loaned us one of 
its men during the adjustment period. 

Our experience would lead me to ad- 
vise any business man contemplating in- 
suring his business to consult with some 
one who knows the subject thoroughly. 
It is amazing how little is known of the 
various forms of insurance, their possi- 
bilities and limitations—for instance, use 
and occupancy insurance. How many 
business men could adequately describe 
that? Are there many business men 
who know that use and occupancy insur- 
ance indemnifies against loss during the 
period of reconstruction after fire? 

Many business men believe that the 
destruction of the plant is the greatest 
loss. This may not be so. The greatest 
loss may be the cessation of operations 
and the accumulation of fixed charges. 
Profits cease, but rents, taxes, royalties, 
necessary wages, (that is, those of indis- 
pensable employees) continue to mount 
up. 

Use and occupancy insurance indem- 
nifies against such losses. It helps hold 
the organization together in the event 
of complete loss by fire with the least 
possible tax on financial resources. 

Items Covered 

It may be of interest to tell of the 
items considered in estimating the 
amount of use and occupancy insurance 
needed to insure against cessation of 
operations. These items are: 

1. Salaries of officers and employees 
who must be retained during the period 
of business suspension; 

2. Power—electric or other; 

3. Taxes; 

4. Royalties which must be paid re- 
gardless of business operation; 

5. Interest on bonds and other busi- 
ness indebtedness; 

6. Cost of other general maintenance 
incident to business suspension; 

7. Net profits. 

In the case of the Hecla Mining Com- 
pany, the cost of keeping the mine 
pumped out would have been a particu- 
larly large item of expense to be borne 
by the company. 

In other words, the amount of use and 
occupancy insurance needed is the sum 
of the seven enumerated items. Protec- 
tion is probably adequate if the amount 
to be derived from the insurance in the 
event of fire is equal to one year’s esti- 
mated net profits plus fixed expenses. 
If the fire causes total suspension, this 
insurance customarily pays any loss 


sustained up to the limit of 1/3% of the 
amount insured, for each working day 
of such suspension. 


In the event of partial suspension, 
liability is customarily limited to the 
actual loss sustained. It does not ex- 


ceed the per diem liability that would 
have been incurred by a total suspension 
of business. 

Of course, delays in production oc- 
casioned by ordinances and laws regu- 
lating construction or repairs of build- 
ings, or by suspension, lapse, or cancel- 
lation of licenses, and so on, are not in- 
cluded in this insurance. 


Conditions Included in the Policy 


This is, of course, a perfectly natural 
condition. There are several other con- 
ditions usually included in the use and 
occupancy policy. For instance, it is a 
condition of the policy that the insured 
shall resume complete or partial oper- 
ation of the property if by so doing the 
amount of the loss will be reduced. 
Moreover, in the event of the insured 
continuing business, in whole or in part, 
at another location, or using other prop- 
erty during the time occupied in repair- 
ing or reconstructing the property de- 
stroyed, the net profits so earned are to 
be applied to the reduction of the loss, 
and adjustment is made on the basis of 
partial suspension. 

Also, in the event of loss, it is a con- 
dition of the policy that surplus machin- 
ery or duplicate parts, equipment, or 
supplies, and (if the policy covers lia- 
bility for suspension of business due to 
damage to or destruction of stock) sur- 
plus or reserve stock, which is owned or 
controlled by the insured shall be used 
in placing the property in condition for 
the resumption of production. It is pro- 
vided in the policy that if the insured 
and the insurance company cannot agree 
as to any question affecting the amount 
of the loss under the policy, the amount 
shall be determined by appraisers ac- 
cording to the terms of the policy. 

Several special conditions are also im- 
posed. For instance, if the insurance 
covers a liability for suspension of busi- 
ness due to damage to or destruction of 
stock, the insurance company is not liable 
for loss on account of damage to or de- 
struction of the finished product, or for 
the time required to reproduce any fin- 
ished product which might be damaged. 
In the same connection, it is provided 
that liability for suspension of business 
due to damage to or destruction of raw 
materials shall be limited to that period 
of time for which the damaged or de- 
stroyed raw materials would ‘have fur- 
nished operating conditions for the 
plant; but that no liability shall exist ‘on 
this account unless actual suspension of 
business shall have occurred through the 
inability of the insured to procure suit- 
able materials to take the place of those 
damaged or destroyed. It is provided 
further that if the policy covers liability 
for suspension of business due to dam- 
age to or damage of buildings, machin- 
ery, and equipment only, that the insur- 
ance company shall not be liable for any 
loss due to damage to or destruction of 
finished products. 

This will give some idea of the possi- 
bilities of use and occupancy insurance. 
Where special conditions are imposed on 
either the insurance company or the in- 
sured due to the nature of the property 
being insured, they are provided for in 
the usual way; that is, by “riders” at- 
tached to the policy. 

Insurance certainly saved the day for 
us at the time of our fire. Two quarter- 
ly dividends amounting to $400,000. were 
paid despite complete loss by fire—that’s 
quite an achievement, as some, not in- 
sured and suffering loss by suspension 
will agree. 


H. C. CRAIG TRANSFERRED 


H. C. Craig, special agent of the Amer- 
ican Eagle for North Texas, will be 
transferred to Philadelphia on July 1, 
where he will be special agent for the 
Philadelphia suburban field and for East- 
ern Pennsylvania. He will succeed 
Charles H. Abrams, who resigned re- 
cently to go with the Chicago Fire & 
Marine, 


S. E. U. A. ON COMMISSIONS 





Adherents to 20% Flat Scale Rapidly 
Increasing; Little Progress On 
Separation Issue 
questions that have been 
agitating fire companies and local agents 
in the territory of the South-Eastern 
Underwriters Association, namely, sepa- 
ration of mixed agencies and rates of 


Two vital 


commission, were not considered ac- 
tively at the annual meeting of the 
S. KE. U. A. held last week in Atlantic 
City. The meeting lasted only one day, 


Wednesday, and every topic on the pro- 
yran) was passed upon in that short 
while. 

The special committee on separation 
reported progress and asked for more 
tine. It is said that there is little im- 
mediate indication of anything being 
done which will bring into the organiza- 
tion the non-affiliated companies. It is 
also likely that a separation of mixed 
agencies will not be attempted in the 
near future. 

Regarding commissions many South- 
ern managers are now looking with 
favor upon the proposal for 20% flat 
commissions in lieu of graded scales or 
flat scales with contingent attached. The 
Georgia agents sent a telegram to the 
meeting urging flat commissions. Op- 
position to the contingent plan has be- 
come so general among all factors in fire 
insurance that there is small likelihood 
of that proposal ever being tried out. 
The 20% flat scale is securing supporters 
rapidly and some say it may be put 
through at the next meeting of the S. FE. 
Ws 4 


LUNCH TO GENERAL WOLFE 


Friends of General S. H. Wolfe 
will give him a luncheon at the Bank- 
ers’ Club next Thursday, to express their 
hon voyage wishes, as he will leave for 
Europe on June 21. 


NEW ENGLAND PROGRAM 


Joint Association Convention To Hear 
Stoddard, Underhill, Moffatt, Case 
and Others 


The program for the summer conven- 
tion of the New England Associations of 
Insurance Agents, to be held June 24- 
26 at the New Waumbek Hotel at Jef- 
ferson, N. H., in the White Mountains, 
embraces several important speakers in 
addition to the elaborate entertainment 
and sporting features. Governor Smith 
of New Hampshire will speak at the get- 
together banquet on Tuesday evening, 
June 24, as will also Thomas C. Moffatt, 
of Newark, chairman of the National 
Association's executive committee. 

Speakers at the business sessions will 
include Congressman Charles L. Under- 
hill from Massachusetts, Superintendent 
Francis R. Stoddard, Jr., of New York; 
Iedson S. Lott, president of the United 
States Casualty; James L. Case, past- 
president of the National Association; 
President James W. Cook, of the Rhode 
Island Association; R. P. Phipps, of the 
Maryland. Casualty; and several others 
whose names have not been. announced. 

There will be several golf tournaments, 
tennis matches and_= sightseeing trips 
through the White Mountains in addi- 
tion to the entertainment to be provided 
at the hotel. 


RATING LAW HEARING TODAY 


The appeal of the Importers & Ex- 
porters and other fire insurance com- 
panies in the case against the New 
York Fire Insurance Rating Organiza- 
tion will come up for hearing today be- 
fore the Appellate Division of the Su- 
preme Court. The plaintiffs seek a rul- 
ing on a question Justice Lehmann did 
not pass upon last year, namely whether 
the Rating Organization has the power 
to adopt rules governing commissions, 
brokerages and limitations of agencies 
under the section of the rating law re- 
ferring to rules affecting rates. 








Foreign Trade Credits 


(Continued from page 1) 


government has achieved many of its 
objects, such important matters as gaug- 
ing premiums for guaranteeing bills for 
the Export Credit Department of the 
Board of Trade being largely left to 
their discretion. At the meeting of the 
Trade Indemnity Co. just held, Mr. 
Heath suggested further co-operation 
with the government upon certain novel 
lines, but whether that suggestion is a 
practical one is as yet undetermined 
and the idea of putting it into practice 
is somewhat remote. 


The Catastrophe Hazard 


He contended that the greatest danger 
in insuring trade credits was the 
“catastrophe hazard”’—the risk lest the 
outbreak of some great political disturb- 
ance, or even outbreak of a war, should 
strike such a blow at credit that a 
temporary collapse would follow. He 
further maintained that if the govern- 
ment would re-insure the catastrophe 
hazard the market for the insurance of 
trade credits could be indefinitely ex- 
tended. For assuming this risk the gov- 
ernment would receive a percentage of 
the premiums allotted to cover the risk. 
\nother contention was that the Trade 
Indemnity Co., assisted by the big insur- 
ance offices and banks, would be able 
to increase trade by relieving merchants 
end manufacturers of part of their risks, 
hut that progress would be quicker and 
on better lines if the government would 
help as re-insurer. 

The prime difficulty of this suggestion 
is the fact that the government has—at 
present—no statutory powers to re- 
iusure a catastrophe hazard and it is 
hardly to be expected that any govern- 
ment—especially a Labor-Socialist one 
—would undertake to risk legislation 


upon such an unusual, complicated, and 
controversial a proposition. 
Big Increase In Capital 


In view of this condition of affairs the 
Trade Indemnity Co., as before stated 
has increased its capital 500%, and Mr. 
Heath called special attention to the fact 
that his company, although the pioneer, 
was no longer standing alone and that 
the greatest encouragement had been re- 
ceived from the Bank of England, all 
the big banks, and the leading insur- 
ance offices. The new capital is being 
taken up by those co-operating with the 
company, which, from its six years’ in- 
cessant work, has inspired complete con- 
fidence in all its associates. 

Having proved that even in the dif- 
ficult days for commerce through which 
we have been passing, the insurance‘ of 
trade credits is not only practicable, but 
profitable, the pioneers have recently 
established a valuable foreign organiza- 
tion. Correspondents have been secured 
in most of the chief strategic commercial 
centers abroad, who will share with the 
parent company in their internal busi!- 
ness, will advise as to the standing of 
their nationals, bear a portion of the 
risk, and take over debts and sue im 
their own names. There is also to be 
an intelligence department for the use 
of the éredit business, which will not 
only give advice but will back its own 
opinion financially. 

There is little doubt but that the suc- 
cess which has so far attended the ven- 
ture and the manifest advantages it has 
offered to trade will stimulate others to 
similar action in various parts of the 
world, and the growth and development 
of the still young organization are be- 
ing watched with the utmost interest 
universally by the leading insurance am 
financial magnates. 
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LICENSING OF INSURANCE BROKERS 


The laws of the various states regulating the licensing of Insurance Brokers are of more than ordinary 
interest. A complete digest of these laws—the date for making application, duration, fees, penalties for 
violations, etc. 





This is only one of the special uses to which you can put 


THE INSURANCE ALMANAC 
FOR 1924 


Handiest Reference Book in Insurance 


COMPANY SECTION 


Fire and Marine, Stock, Mutual, Reciprocal—Live Stock—Life, Old Line and Fraternal—Casualty, Stock and 
Mutual. 


Officers, Directors, Territory Covered, Lines Written, Official Changes during 1923. New Companies Organized, Companies Retiring, Mergers, 
Changes of Name, etc. (see also Statistical Section below). 


ORGANIZATION SECTION 


Fire and Marine, Life, Casualty and Miscellaneous =_— State and ILocal—Boards and Bureaus, Rating and 
Inspection Bureaus, Federations. 
Officers, Directors, Committees, Members, Date and Place of Next Meeting. 


STATE SECTION 


State Officials Supervising Insurance, with Deputies and Assistants, National Convention of Insurance Commis- 
sioners,—Officers and Committees. Fire Marshals and their Convention. State Workmen’s Compensation Com- 
missioners. Capital Requirements,—States Having Particular Laws,—Resident Agent Laws—New Laws Enacted 
at Legislative Sessions of 1924. 

PERSONAL SECTION 
Who’s Who in Insurance. Death Roll of 1923. 


Biographical Sketches of Insurance Men. This section is larger and more complete than ever. 


INSURANCE JOURNAL SECTION 


Name and Publication Place, Date of Establishment. Names of Editors and Business Managers. 


ENCYCLOPEDIA SECTION 


Definitions of Insurance Terms, Marine, Fire and Casualty. Conflagrations. Miscellaneous Information. Fire 
Waste, Fire Losses by States, Auto Fatalities in 1923, Motor Vehicle Registration. Life Companies Writing 
Female Risks. Qualifying Powers of Surety Companies. 


STATISTICAL SECTION 
Fire and Marine, — Domestic, Foreign, — Stock, Mutual and Reciprocal — Life — Old Line, Fraternal, — Casualty, 
Stock and Mutual,—Statements of Dec. 31, 1923. 


Assets, Liabilities, Reinsurance Reserve, Net Surplus, Net Premiums, Total Income, Net Losses, Total expenses. (For Life Companies, New 
Business, Business in Force and Gain.) Foreign Companies Transactions with Home Office. Quotations on Insurance Stocks. Fire Premiums 
in Principal Cities for Four Years. Premiums and Losses in the Side Lines.—Ocean Marine, Inland M; irine, Hail, Earthquake, Sprinkler Leakage, 
Windstorm, Riot, Automobile (Fire and Theft, Collision), Liability, Property Damage, Accident and He alth, Engine and Fly Wheel, Steam Boiler, 
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Making Automobile 
Liability Rates 


BASIS FOR FINAL PREMIUMS 


Loss Costs and Expenses Analyzed in 
Many Sections of State to Get 
Correct Results 


By H. P. Stellwagen, Automobile Man- 
ager, National Bureau Casualty & 
Surety Underwriters 


less familiar 
details involved in the under- 


All of us are more or 


with the 
business, but 
very much 
and basis of the 
premiums which we. ask the policyhold- 
ers to pay. In these busy times, there 
is little opportunity for the producer to 
devgte much thought to the science of 
rate making, and so he has been com- 
pelled to take the rates for granted and 
to go ahead with the writing of. the 
business 

It is increasingly evident, however, 
that the producer can not afford to neg- 
lect that phase of the business which 
has hitherto been considered the spe 
cial province of the actuary and the 
statisticals. The public is becoming 
more and more educated in insurance 
matters. Civie bodies are inquiring into 
the rating and the policyholder 
wants to be assured of the correctness 
of his rate. 


writing of the automobile 


comparatively few know 


about the derivation 


basis 


Premium Measure of Hazard 


The automobile public liability pre- 
mium is a measure of the hazard arising 
out of the operation of a particular car 
under certain conditions. Broadly speak- 


ing, the hazard, and -consequently the 
premium, varies by type of car and by 
territory. There is a separate set of 


premiums for private passenger cars, 


another set for trucks and stilla third for 
public passenger-carrying automobiles. 
Cars of all types carry a certain level 
of rates in New York City, another in 


Buffalo, and so on. In view of those 
conditions it 1s natural to ask, how are 
differences in hazard determined, 
and what is more important, how is the 
deyree of difference in the hazard de- 
termined? The answer to that question 
involves a complete consideration of rate 
making; the basis upon which the rates 
rest, and the process by which they are 
derived. 

A consideration of the rates for all 
types of automobiles would require more 
time than we have at our disposal to- 
day, so we shall limit ourselves to a 
study of the rates for private passenger 
which after all constitute the most 
important classification from the stand- 
point of premium volume. 

lo begin with, let us ask ourselves 
what elements go to make up the auto- 
mobile premium. There are but two—a 
element and an expense element. 
The loss element covers the payment of 
the indemnity provided under the policy, 
and the expense element includes the 
cost of acquisition, home office expense, 
unallocated claim cost and taxes. The 
element is known as the loss cost 
or pure premium and it is calculated by 
dividing losses incurred by cars insured. 
fhe items entering into the expense 
factor or loading as it is called, are de- 


these 


cars, 


loss 


loss 


termined from the accounting records of 
the companies and are expressed as per- 
centages of the gross premium. May I 
observe in passing that the unallocated 
claim expense which is customarily in- 
cluded in the expense loading, ought 
more properly be considered a part of 
the Joss cost. The automobile liability 
policy provides for defense as well as 
for indemnification, and it is more logical 
to include the unallocated claim cost 
with the losses than with the expense of 
carrying on the business. 

Loss Costs Vary, Expenses Don’t 

The pure premium or loss cost is the 
fundamental of rate making and really 
determines the gross premium which the 
assured must pay. The pure premium 
varies between cities and between cars 
of different types in accordance with the 
actual hazard, whereas the expense items 
are proportionately the same for all ter- 
ritories and classifications. A study of 
the pure premium, then, is of the first 
importance. Let us see how it is estab- 
lished. Assume that 5,000 cars of a cer- 
tain type are insured in a given city 
on January Ist of the year and that the 
insurance on each one runs for a full 
period of twelve months. Assume that 
uccurate records are kept of the acci- 
dents caused by these automobiles, and 
of the losses paid as a result of these 
accidents, and that at the end of the 
year it is found that the sum of $100,- 
000 has been expended. As we pointed 
out above, the pure premium is obtained 
by dividing losses incurred by cars in- 
sured, so that in this case the pure pre- 
mium is $20. 

In actual practice the derivation of the 
pure premium is not quite so simple. 
In the first place, automobiles are not 
all insured at the beginning of the year 
but rather from time to time throughout 
the entire 12 months. Thus if we are to 
ascertain the loss cost on the cars in- 
sured in a given year it is necessary to 
wait at least 12 months after the close 
of the calendar year under observation 
in order to take into account all the ac- 
cidents and losses for which those cars 
are responsible. This system of keep- 
ing track of the cars insured in a given 
calendar year until their loss history 
is finally completed is called the policy 
year method of experience evaluation. 
In the second place, not all cars are in- 
sured for 12 months; some are written 
for short terms of 6 to 8 months, others 
are cancelled after only one month. In 
order to take care of such cars a unit 
of exposure has been established called 
the car-year, that is, one car insured for 
12 months. A car insured for 6 months 
is thus counted % a car-year; a car can- 
celled after one month, is counted 1/12 
of a car-year, and so on. 

Country Divided in 181 Territories 

Now, in order to be able to measure 
the hazard peculiar to different commun- 
ities and to different types and classes 
of cars, the insurance companies find it 
necessary to keep a vast volume of de- 
tailed statistics. These statistics are 
tabulated from day to day by the differ- 
ent companies in accordance with a uni- 
form statistical plan, and then at stated 
times—at least once a year—the data for 
all the companies are pooled together 
and analyzed. Let me give you a pic- 
ture of the data that were available to 
the companies for the predication of the 
1924 schedule of private passenger car 
rates. For statistical purposes the United 


States was divided into 181 territories. 
We had individual data on every city of 
100,000 population and over, group data 
on cities of 25,000 to 100,000 within each 
state, and group data on all communi- 
ties of less than 25,000 population in 
each state. 

Kach of these territories was sub- 
divided into the four W, X, Y, Z symbol 
groups and each of these was divided 
into the three “use and driver” classi- 
fications which were in effect last year. 
Most of this information was available 
for four policy years and some of it for 
longer periods. Under each of these 
many classifications we had the number 
of cars insured, the net premiums col- 
lected, the amount of losses paid and out- 
standing, and the number of claims paid. 
Applied to New York State, that means 
that we had detailed classification data 
for Albany, Buffalo, New York City, 
Rochester, Syracuse and certain sub- 
urban districts individually, for Amster- 
dam, Binghamton, Elmira and cities of 
similar size all grouped together, and 
lastly for a combination of all the smaller 
cities, villages and rural districts. 

How Rates Are Developed 

I think I can best describe the process 
by which the rates are developed from 
the statistical evidence by outlining the 
methods used in the last rate revision. 
Three things were involved—first a con- 
sideration of the rate differential for the 
“driver and use” classifications; second, 
an analysis of the W, X, Y, Z differ- 
ential; third and most important, the de- 
velopment of rates for different terri- 
tories. 

In order to investigate the correct- 
ness of the 8% and 20% discounts, the 
experience for the 181 territory groups 
was contracted into three groups—large 
cities, medium sized cities, and small 
towns and rural district. The experience 
for each of these broad groups was 
sub-divided by the four symbol groups, 
and these in turn by the three use and 
driver groups. Pure premiums were 
then calculated for each of these 36 
classifications and it was found that in 
nearly every case the pure premiums 
for the discounted coverages were equal 
to if not greater than the pure premiums 
for the basic coverage. In other words, 
the actual loss per car was just as much 
or more on the so-called 8% off and 20% 
off coverages as it was on the basic cov- 
erage, thus inition that in actual prac- 
tice there was no difference in the in- 
trinsic hazard under all three. In view 
of such definite indications the com- 
panies were driven to the conclusion 
that the differential in rate which had 
formerly existed between these three 
classifications was not justified by the 
facts and that its elimination was es- 
sential. Having reached the conclusion 
that the same hazard existed irrespective 
of use and driver, the data for the three 
forms were combined into one in order 
to furnish a better volume of experi- 
ence for the succeeding steps in the 
analysis. 

The experience for the four symbol 
groups was studied for the three broad 
territorial divisions previously referred 
to. We found that in each division the 
relativity between the pure premiums for 
the four symbol groups almost exactly 
paralleled the rate relatively shown in 
the 1923 Manual. In order to prove be- 
yond doubt that the X rate should be 
20% higher than the W rate, the Y rate 

(Continued on page 33) 
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Report On Pier Loss 
Shows Big Hazards 


PIER ONE LACKED PROTECTION 


New York Board Points Out Ways To 
Reduce Danger Where Big Values 
Are Located 


The report of F. J. T. Stewart, super- 
intendent of the Bureau of Surveys of 
the New York Board of Fire Under- 
writers on the fire on May 20 at Pier 1 
(New) North River serves again to illus- 
trate the severe hazards of many city 
piers where huge values in goods and 
ships insured by fire or marine under- 
writers are concentrated. Although the 
city of New York owns Pier 1 it is oc- 
cupied by several private firms and com- 
panies, including the Iron Steamship 
Company, Fruit Despatch Company, 
Merritt Chapman Wrecking Company, 
Carrol Stevedore Company as well as the 
City Dock Department. 

Following are the principal points con- 
tained in the report on this loss: 


Construction: — 

The building is two stories. The bulk- 
head line is stone filled in with earth. 
The first floor of Pier is 2% in. asphalt 
on a series of stone piers and arches. 
The second is double (1 in. on 2 in.) on 
wood joists and girders at bulkhead end 
and on wood trusses on Pier, all sup- 
ported by wood columns. Sides corru- 
gated iron on wooden structural work; 
the north and south sides of section over 
river are of corrugated iron, being a 
continuous series of rolling shutters in 
steel channels, otherwise the doors are 
wood, metal clad on outside, windows or- 
dinary. Area 31,500 square feet. Fin- 
wood sidings and ceilings in bulk- 
lead section, open elsewhere. Roof 
metal on wood purlins and joists, on 
wood girders, supported by wood col- 


umns. Skylights (2x3 feet) thin glass 
on wood. Stairs open from first to sec- 
ond at bulkhead; open outside. stairs 


from first to second at river end of pier. 
lron stairway from street to second 
wood boxed. 


Occupancy :— 

First. No cargo at time of fire; one 
story frame room used by Iron Steam- 
hoat Company as store and_ supply 
room; 2 frame rooms, one on first and 
one on second, used by: Merrit Chapman 
Wrecking Company, as store room, 3 
gallons of rubber cement in can; Carrol 
Stevedore Co., as office. 

lire was discovered by night watch- 
man of Iron Steamboat Company, who 
sent the alarm from street box No. 19 
at 4:20 A. M. On arrival of Fire De- 
partment, second, third and fourth 
alarms were turned in at 4:50, 4:54 and 
5:14 A. M. respectively. 


How Fought:— 


City Department land force consisted 
of 14° Engine Companies, 6 trucks, 1 
Water tower; marine force consisted of 
3 fire boats and 4 private tugs, land 
forces used high pressure water system; 
fire boats and private. tugs operated 
mostly from river end ‘of Pier; water 
tower operated on south side of bulk- 
head. . 

Origin: — 

The watchman for Iron Steamboat 
Company, stated that fire started on the 
Northeast corner of the Pier on first 
floor in portion occupied by the Iron 
Steamboat ( ompany as storeroom where 
@ small quantity of paint was stored. 
The adjoining storeroom (separated by 
wood partition) was used by Carrol 
Stevedore Company, in which a barrel 
of sulphur was stored. Neither store 
room contained any fire heat or electric 
lighting. There seems to be no definite 


information as to how the fire started. 


of Knapp, 


It was claimed that tramps used the first 
floor ot Pier for sleeping purposes at 
night and that as many as a dozen tugs 
used the Pier for mooring purposes at 
night (for a short duration of time) 
due to the lack of proper watchman ser- 
vice on first floor. 


Spread: — 


The fire spread up through concealed 
spaces to second floor and cock loft over 
bulkhead section. There it mushroomed; 
and then traveled down the entire 
length of second floor to river end of 
Pier, where the heat banked up. There 
was evidence of severe burning and the 
roof collapsed at this point. During 
early part of fire, the rolling iron doors 
on second floor were closed and fastened 
shut. 


Damage:— 

The damage to bulkhead on first and 
second floors and to pier on second was 
considerable. The damage to Pier on 
first was slight, to contents (office fix- 
tures and records) was considerable. 


Conclusions: — 


About the only outstanding feature in 
this Pier fire is that it adds to the com- 
pilation of the bad fire record for Pier 
fires. The structure was one of the 
poorest types, lacking the ordinary first 
aid fire appliances usually expected to 
be found and was without recognized 
safe guards, such as sprinkler protection 
and sub-division of area. Once a fire 
started, it spread rapidly due to the in- 
flammable construction. The work of 
the Fire Department was apparently 
hampered by the necessity of making 
long hose stretches to reach the high 
pressure hydrants and their inability to 
vent the structure, due to lack of sky- 
lights. Possibly if ordinary precautions 
had been taken to provide first aid fire 
appliances and to have the premises 
under competent watch service, the loss 
might have been less severe. 


Seaboard Insurance of Baltimore 


Formed; Will Write Auto Lines 


The Seaboard Insurance Co. of Balti- 
more has been formed and licensed to 
do business in all lines except life. This 
company, it is announced, will specialize 
in automobile insurance. Louis Elias- 
berg, president of the Finance Company 
of America, is the president. Joseph W. 
Brooks & Co., of Baltimore, are local 
agents for the company which at present 
will confine its activities to Baltimore. 

Officers of the new company are: A. 
Krieger, vice-president; Rodney J. 
Brooks, vice-president and treasurer 
Robert J. Gill, secretary. 

The directors are: Charles H. Knapp, 
Ulman & Tucker, attorneys; 
Martin J. Kohn, of Kohn & Pollock, 
Inc.; Robert J. Gill, of Gill, Greene & 


The “‘Home”’ of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 





The Home Insurance Co., New York 
° 59-61 Maiden Lane 
John 1363 

















Phone: 
Waters, attorneys; Manes Strauss, of 
Strauss Bros., wholesale dry goods; Em- 
len T. Littell, West Virginia Coal and 


Timber Company; Louis Eliasberg, 
president; A. Krieger, of H. Krieger & 
Sons, and Rodney J. Brooks, of Jos. W. 
Brooks & Company, incurnace. 


LAKE SEASON DULL 





Underwriters Shheptien! As Demand For 
Tonnage For Grain and Ore Cargoes 


Falls Off 


Indications are that marine insurance 


on the Great Lakes will not run into the 
same volume this year as last. Prior 
to the actual opening of the season, 


there were many things which led the 
insurance men at such points as Buf- 
falo and Cleveland to anticipate a good 
underwriting season; but conditions 
have arisen since that promise to cut 
the volume of business considerably be- 
low that of last year. 

Carrying of iron ore is the one big 
bet in lake traffic and this has been 
considerably cut down through reduc- 
tions in volume of demand made by the 
Bethlehem Steel Corporation and other 
steel manufacturers. Although the grain 
movement has been lively thus far it is 
beginning to drop off somewhat and 
indications are that there will be a 
lighter movement as the summer pro- 
gresses. 

Already it is reported from Buffalo 
that a number of vessels which have 
been insured for the season are laying 
up at the docks with no cargoes to keep 
them busy. Inasmuch as rates for ves- 
sels at docks are lower than in transit 
and also as there is the loss of premiums 
on cargoes which these idle vessels 
should be carrying, marine underwriters 
are not at all optimistic over the pres- 
ent outlook and unless there is some 
unforeseen change in conditions they 
fear that the premium income will be 
a less than normal. 


AUTO PRODUCTION OFF 

At the recent meeting of the board of 
directors of the National Automobile 
Chamber of Commerce it was announced 
that May production of motor vehicles 
of all classes was 301,200 a drop of 19% 
compared with April and 23% compared 
with May of last year. 
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Praise For Cash Value 
Automobile Polices 


LETTER TO OHIO FARMERS 


Theo. Herfurth & Son, General Insur- 
ance Agents, Advocate This Form 
to Fellow —— 


Herfurth & Son, insurance 
agents of Madison, Wis., have written 
to the Ohio endorsing that 
company’s cash value automobile policy. 

The letter Your adoption of 
the cash value automobile policy marks 
an advanced step in automobile under- 
writing. By this act you have placed 
vourself among the pioneers in a move- 
ment which we believe is destined to be- 
come increasingly popular among 
thoughtful insurance men and in which 
sooner or later a majority of companies, 
accepting risks of this character, must 
join, 

Simplicity, directness, comprehensive- 
ness, and elasticity comprise the main 
virtues of this policy. It relieves the 
agent of a great burden of detail work, 
previously necessary, in preparing both 
new business and renewals. The policy 
guarantees 100% coverage at all times 
during its currency. Thus the interests 
of the assured are safe-guarded to a 
vreater extent than they were under the 
old form in which the amount insured 
was specified. 

When a specified amount of insurance 
is written on an automobile, it is custom- 
ary among careful underwriters to an- 
ticipate depreciation and to cover such 
car for an amount not in excess of what 
its average value would be during the 
period for which the policy is issued. 
Manifestly, this rule operates to at least 
the temporary disadvantage of the as- 
sured. Under the cash value form such 
disadvantage to the assured is entirely 
obviated. 

In the event of loss neither the as- 
sured nor the company can be at any 
disadvantage provided the loss be handled 
by an adjuster who possesses intelli- 
gence, experience, and a proper sense 
of fairness. Under the cash value policy 
the adjuster is not handicapped by be- 
ing confronted by a policy in which the 
sum insured is designated and which is 
frequently in excess of what he ascer- 
tains to be the true value of the car at 
the time of the loss. When amounts 
insured are designated in a policy, there 
is an almost unavoidable and customary 
tendency on the part of both adjuster 
and assured to approximate that amount 
even though it be recognized that the 
actual value be substantially less. The 
adjuster is prepared and by the terms of 
ithe contract he is authorized to adjust 
the loss for whatever amount, by the 
meeting of reasonable minds, the car 
may be found to be worth, taking into 
consideration usage, care, and general 
maintenance to which the car has been 
subject. 

The intelligent agent can easily and 
to mutual advantage convert his as 
sured to this form of coverage. He can 
do so with entire confidence that he is 
effectively and honestly serving both his 
customer and his company. In dollars 
and cents the agent is as well re- 
munerated by the cash value form as 
he is under the old form. 


Theo. 


Farmers, 


states: 
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| CASUALTY AND SURETY NEWS 








Commercial Casualty 
Changes Health Forms 
EFFECTIVE 


JULY FIFTEENTH 


Many Forms Recalled; New Contracts 
Issued Feature Fourteen Day Elimi- 
nation Period 


Phe Commercial Casualty has issued 
a bulletin describing in detail the new 
rates on its accident and health business 
that effective July 15 and sets 
forth the company’s attitude that made 


become 


necessary the changes. 
Health insurance, covering from the 
first day of disability, according to the 


hulletin, has been increasing steadily in 
cost, but even an increased rate has not 
reduced the excessive loss ratio. On the 
contrary it apparently increased the 
number of undesirable risks, who would 
purchase health insurance at any price, 
and it ke pt the better class of risks from 
buying health insurance on account of 
the high rate of premium. 

rhe largest factor in our experience 
has been the excessive number of small 
claims covering short periods of disabil- 
ity from illness. These petty claims have 
us thousands of dollars and in ad- 
dition, the handling them has 
heen out of all proportion to the amount 
of premiums received, 

\s against the above facts, few if any 
of the claimants really suffered any 
monetary loss during these short periods 
of disability. 


cost 


cost ol 


What a man actually buys health in- 
urance for is the income proteciton he 
expects to receive in the event of serious 


illine that disables and prevents him 
from pursuing the regular duties of his 
occupation and the resulting loss of his 


income for a long period of time. This 
being the true mission of health insur 
ance, there 1s every reason to believe 
that when the form of coverage and 


the rate is made attractive, the average 
man will eagerly buy this form of in- 
come protection, 

\s no line of insurance can long be 
continued at less than with satis- 
faction both to the company and the 
insured we teel that you will gladly co- 
operate with us in “pushing” Disability 
Insurance with an elimination of the 
first fourteen days under health cover- 
age, and with this in mind have placed 
three new disability contracts on the 
market—the “Unxld Disability,” the 
“New Ultimate Disability” and the “In- 
come Disability’—featuring the four- 
teen-day elimination period under health 
only. 

rhe company has therefore eliminated 
the following forms: 54-A, 176-C, 448-A, 
69-A, 197-C, 502-A, 500-A, 186-C, 196-C, 
503-A, 24-A and 189-C. 

fhe company will use the following 
forms: A new Maximum Accident 
policy which will be issued at the same 
and for the same classes as for- 
merly; an Ultimate Accident policy; an 
Ultimate Accident Rider; an Income 
Accident policy, a contract designed to 
meet the needs of men who carry large 
life insurance and who want income pro- 
tection; a Marvel Accident policy, is 
sued at the same rates for all classes 
as formerly; a Unique Automobile Ac- 
cident policy; a Travel Accident policy; 
a Disability Policy, replacing the new 
Maximum Disability policy; a new Ulti- 


cost 


rates 


mate Disability policy; a new Income 
Disability policy, a Marvel Disability 
policy, and a Queen Disability policy, 


which is issued to. salaried business 
women, 
NEW ONTARIO OFFICIAL 

Kk. Leighton Foster has been appointed 
superintendent of insurance for Ontario, 
succeeding V. Evan Gray, who resigned 
recently. Mr. Foster is a lawyer and 
was a member of the firm of Foster, 
Lester & Russell. He is a graduate of 
McMaster University. 


Points Brought Out 
. In Kean, Taylor Suit 


INTERESTING TO BOND MEN 


Developments In Verdict Against Surety 
Company Will Be Watched By All 


Surety Underwriters 


The litigation between Kean, Taylor 
& Company and the National Surety 
Company which resulted in a decision of 
the Supreme Court of New York against 
the National Surety Company of $120,- 
500, the contention being over the in- 
suring clause of the bond in the case, 
and which is to be appealed, is interest- 
ing surety men all over the country. An 
examination of the court papers shows 
that the action was based on a bankers 
blanket bond for private bankers and 
stock brokers to recover $100,000 on ac- 
count of the loss of $466,000, par value 
of United States bonds purchased by 
plaintiffs for Igoe Brothers, the loss be- 
ing sustained on November 30, 1920. 

The plaintiff alleges the loss was 
caused through the dishonesty of a Kean, 
Taylor & Company employe in collusion 
with others through arranging for the 
robbery by another employe making de- 
livery of the bonds to Igoe Brothers. 
The defense alleges that the bonds were 
lost. through robbery while in transit 
within. twenty miles of plaintiff's office, 
but that such loss was not covered by 
the policy because plaintiff's employe, 
who had custody of the bonds while in 
transit, was not accompanied by two 
guards. 

Points In McCormick’s Brief 

In his brief Robert M. McCormick, 
counsel for Kean, Taylor & Company, 
make the following, among other points: 

1. The policy of insurance in suit was 
drawn by defendant and in construing 
its terms, if any are doubtful or uncer- 
tain, detendant must bear the burden. 

2. The bonds were lost htrough the 
dishonest act of de Gregario, one of 
plaintiff's employes, committed in col- 
lusion with others and the provisions of 
the policy in regard to guards do not 
apply to such a loss. 

3. Plaintiffs were legally liable to 
Iyoe Brothers for the loss of the bonds 
and their negligence does not bar a re- 
covery. 

It concludes by stating “If, on the 
other hand, negligence on the part of 
plaintiffs were to bar a recovery then 
there would be no insurance against the 
loss of bonds for which the insured was 
legally liable sustained through the dis- 
honest act of one of its employes. 


Defendant’s Brief 

In its brief the defendant alleges that 
the plaintiff as bailees were obligated to 
take reasonable care in making arrange- 
ments for the delivery of said bonds and 
they did not exercise such care as was 
proper and reasonable. Some of the 
points it makes follow: 

Plaintiffs are barred from any recov- 
ery in this action by reason of their 
failure to comply with the conditions of 
the bond requiring that Liberty Bonds 
in excess of $250,000 shall be in the 
custody of an employe who should be 
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continuously accompanied by two guards 
of more than twenty-one years of age. 
It further declares that the bonds were 
not in the custody of an employe ac- 
companied by two guards over the age 
of twenty-one. One of these guards, 
Cohen, was eighteen years old. 

The defendants also say: 

Plaintiffs err in assuming that the is- 
suance of a policy excuses them from 
all liability resulting from their own care- 
lessness. The policy would have pro- 
tected them if the proper kind of guards 
had been sent and those guards had been 
negligent; but it was never in the con- 
templation of the parties that the in- 
sured was not to adhere to the terms of 
the contract. 

VICTORY FOR CONTINENTAL 
Supreme Court of Wisconsin Sustains 
Insurance Company, Supporting Its 
Position In Every Particular 

A big victory was won by the insur- 
ance companies in an opinion handed 
down by the Supreme Court of Wiscon- 
sin in a case where the insurance com- 
missioner of Wisconsin was defendant. 
The action was brought by the Con- 
tinental Casualty on behalf of itself and 
other companies. It was an action 
brought pursuant to leave granted in the 
court to restrain Smith from refusing to 
renew the licenses of certain insurance 
compantes. It grew out of statutory 
provisions in accident and health policies. 


ADMITTED TO VIRGINIA 
The Detroit Fidelity & Surety has 
been admitted to Virginia. Its principal 
office will be located at Richmond. 
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ADVOCATE COOPERATION 


Representatives of Surety Companies, 
Contractors and Public Works Offi- 
cials Met With Secretary Hoover 

Representatives of surety companies 
and of the Associated General Contract- 


‘ors of America and public works officials 


held a meeting last week with Secretary 
of Commerce Hoover and_ discussed 
steps of vital importance looking to the 
elimination of the con- 
tractors through the codperative action 
of surety companies, public officials and 
contractors’ organization. 

It was pointed out at the meeting 
which was suggested by the contractors 
organization that the benefits from such 
coOperation would be derived through 
the elimination of losses to the surety 
companies, through the elimination of 
hazards caused to the more responsible 


irresponsible 


contractor and to the state governments. 

Secretary Hoover told those present 
that since he had become head of the 
Department of Commerce, more than 500 
simliar conferences had been held. He 
spoke of the growing tendency on the 
part of industries to ask the Government 
for assistance in solving their difficulties. 
Coéperation by organizations and by 
allied industries, he said, holds the only 
hope of keeping the United States an 
individualistic nation with the proper 
development of private initiative. He 
discussed business booms and _ depres- 
sions, showing, how depressions can be 
best prevented by overcoming the boom 
period with their accompanying waste- 
fulness. 

Among those present were, represent- 
ing surety companies: E. A. St. John, 
president of the National Surety Co., A. 
M. Cook, vice-president of the same 
company; E. W. Bush, engineer of the 
Aetna Casualty and Surety Co.; Richard 
Deming, vice-president of the Americat 
Surety Co., R. F. Proctor, vice-president 
of the Maryland Casualty Co.; F. “4 
Bach, vice-president of the Fidelity & 
Deposit Co., Adney Hall, vice-president 
of the United States Fidelity and Guat 
antee Co., and H. G. Bageron of the 
Continental Casualty Co. 
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Was First President of Syracuse Agents’ 


Club 


W. R. Bowen, the new president of the 
Insurance Federation of New York, en- 
tered the insurance agency of Bowen, Per- 
ry & Fobes, upon the death of H. J. Perry. 
It was at the time called Bowen & Perry. 
He served in the army with Coast Artillery 
School troops and in other capacities; was 
commissioned first lieutenant and was dis- 


charged November 30, 1918. In January, 
1919, he was made a junior partner of 
Bowen, Perry & Fobes; and he helped 


organize and was the first president of 
the Insurance Agents Club of Syracuse. 
* * 


An Article on Getting Employment 
C. Wilsey, of the Globe Indemnity, 
is author of an article on “Choosing and 
Securing a Position,” published in the 
Kast Orange High School News of East 
Orange, N. J. One paragraph of an in- 
teresting article follows: 

“Some interviewers say they can tell 
all they want to know about an appli- 
cant by the way he makes out the writ- 
ten application. That may or may not 
be true, but certainly the results indicate 
whether he is thorough, observant, care- 
ful, accurate, neat; and what is his gen- 
eral intelligence.” 

* * 
Lott’s “Credit Monthly” Ad 


Edson S. Lott, president of the 
States Casualty, has a page ad in the cur- 
rent number of “The Credit Monthly,” 
under the head of “Remember the Pig In 
the Poke.” It reads as follows: “A man 
who is thinking of mutual or reciprocal 
insurance should not ask how much it 
will cost to get IN; he should consult his 


United 


lawyer to ascertain how much it may cost 








to get OUT 


Stock insurance is the only 
sound and certain insurance.” 
* a * 


Supreme Court Decision 

Sections of the New York workmen’s 
re mpensation law requiring payment to the 
state of insurance upon the lives of 
employes of private companies who die 
without leaving heirs entitled to compensa- 
tion under the law were sustained this 
week by the Supreme Court of the United 
States. 

The R. FE. Sheehan Co. and the Aetna 
Life had objected to payment to the state 
of insurance carried on Edward Burke, an 
employe of the Sheehan company, killed in 
Syracuse while delivering a load of coal. 
The two companies contended that the 
sections of the law in question were un- 
constitutional, The lower courts took a 
contrary view. 

x ok 
New Form of Solicitation 
The Commercial Travelers Mutual Ac- 


cident Association of America, Utica, 
N. Y., which has 188,821 members, is 
mailing to everybody in an insurance 
Who’s Who the following letter of 


solicitation : 
My Dear Sir: 
The 1923 edition of the Insurance 
Almanac and Encyclopedia records your 
name in “Who’s Who in Insurance.” 





“onducted For Insurance People 
By Insurance People 





I was interested to know if you were 
a member of this association and upon 
referring to our records, found you were 
not. 

Being an authority on Insurance, it 
will not be necessary to introduce the 
“Utica” to you or explain our protection. 
I particularly call your attention to the 
paragraph, “Reputation and Standing” 
in the enclosed circular. 

May I have the pleasure of presenting 
your application to our Board of Di- 
rectors ? 

k ok ok 


PREFERRED’S NEW POLICY 


Accident has issued a 
new accident policy called “The 40th 
Anniversary Accident Policy.” It pays 
$5,000 for loss of life from ordinary acci- 
dents and $10,000 for special accidents. 
Weekly indemnity is paid as long as the 
assured lives and is totally disabled in 
the following amounts: $50 for ordinary 
accidents, $100 for special accidents. 
For partial disability $25 is paid for ordi- 
nary accidents and $50 for special acci- 
dents. In case of loss by severence of 
both hands, both feet or the irrecover- 
able loss of the sight of both eyes, the 
insured may elect to receive cither the 
principal sum or the weekly indemnity, 
payable as long as the assured may live. 


The Preferred 


TAXICAB BOND HEARING 
Representatives of Sasteneie Organiza- 
tions and Others Represented 





at Albany 
Albany, June 11—A hearing was held 
before Tax Commissioner Mark Graves 


today on standard bond and insurance 
policy provisions for the new state-wide 
bonding law for taxicab owners which 
goes into effect July 1. Attorney-Gen- 
eral Edward C. Griffin had prepared a 
suggested form of contract conditions 
which was discussed. 

Some difference of opinion developed 
as to liability of insured for damages 
which might arise from a trip of taxicab 
outside state as law requires policy for 
vehicle operated on the public highways 
of New York State. A form of contract 
in accordance with provisions Sections 
282B and 282E Highway Law and Sec- 
tion 109 Insurance Law, as approved by 
attorney-general, will be released next 
week. 

George I. Skinner represented the In 
surance Department; Edward C. Griffin, 
the attorney-general’s office. 

Those who appeared at the 
were W. Hirst, counsel for 
vehicle bonding companies; 
Roberson, National Board of Fire 
Underwriters; Owen 8B. Augsburger, 
Merchants Mutual, Buffalo; H. P. Stell- 
wagen, National Bureau of Casualty & 
Surety Underwriters; Paul D. Compton, 


hearing 
motor 


Frank 


Clapham Murray, Maryland Casualty; 
J. M. Eaton, American Mutual Alliance ; 
H. E. Breland, general counsel Utica 
Mutual. 


filed must be 
tax commission, 


The bond or policy as 
form provided by state 


CONTINENTAL APPOINTMENTS 


The Continental Casualty has ap 
pointed Carlton J. Borden as manager 
of the disability division at New Haven, 
Conn. The company has also appointed 


division in 
( :;Olombik. 


as manager of its disability 
Westchester County, A. H. 
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and the need of Superservice Liability Insurance fill the front page 
of your morning paper. Strengthen your sales power by represent- 
ing a company whose success has been built on the realization that 
its growth and the growth of its agents go hand in hand. 


THE SUPER-SERVICE COMPANY / 


That’s the thought behind Superservice. 


Write us—perhaps we have an opening in your town. | 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 
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eviews Progress 
Of Fitzgerald Bill 


UP AT NEXT SESSION AGAIN 


J. L. Madden of Chamber of Commerce, 
Points Out Successful Ways of De- 
feating Un-American Bills 


With Congress adjourned and all fear 
of inimical legislation allayed for the 
time being James L. Madden, manager 
of the insurance department of the 
United States Chamber of Commerce, 
reviewed the history of the Fitzgerald 
bill before the annual meeting last week 
at Syracuse, N. Y., of the New York 
State Association of Insurance iia 
Concrening the status and fate of the 
Fitzgerald bill, Mr. Madden said in part: 

“We find those who are most vehement 
in their demands for governmental op 
eration are dependent for results upon 
organization. Agitation for monopolistic 
state workmen’s compensation insurance 
can be traced directly to organized labor 
as represented by the American Federa 
tion of Labor as well as state and 
municipal federations. Some socialistic 
ally inclined welfare workers are also 


advocating state insurance. Through their 


organizations these interests are working 
politically, and from their treasuries they 
are providing funds necessary for legis- 
lative activities. 

“We can trace directly to these sources 
possibly — five monopolistic 
workmen's compensation bills. Those in 
troduced in New York and Maryland 
have been defeated. In Missouri and 
Oregon, the State Federations of Labor 
will submit to the voters similar meas 
ures through the initiative. The Oregon 
hill would deny to employers the right 
they now possess to elect out of the 
state fund. The Missouri plan would also 
grant to the state the right to sell an 
nuities for compensation. The fifth of 
these, the Fitzgerald bill, has attracted 
particular attention because, while pro 
posing to cover only emplovees located 
in the District of Columbia, it is really 
designed to serve as a model for state 
legislation. Under its terms, all forms 
of private insurance enterprise, such as 
self-insurance, mutual insurance and 
stock insurance are forbidden and_ the 
employer required to insure with the 
federal fund regardless of his personal 
inclinations. It has been favorably re 
ported in spite of an adverse ruling by 
a majority of the sub-committee on its 
monopolistic insurance feature. The 
next session of the House of Representa 
tives will probably consider it. 


proposed 


Labor vs. Socialistic Legislation 


“The efforts of these various organiza 
tions, ostensibly in behalf of labor, but 
actually towards a socialistic insurance 
program, have resulted in blocking con- 
structive labor legislation. A good il- 
lustration of this may be found by again 
referring to the situation in the District 
of Columbia. For sometime it has been 
venerally conceded that the employees 
of private enterprise there should be 
protected by an adequate workmen’s 
compensation measure. During the last 
session of Congress a measure, known as 
the Underhill bill, was prepared for this 
purpose and passed by the House of 
Representatives 

“In the Senate Committee of the Dis- 
trict of Columbia though, organized 
labor and welfare workers appeared and 
argued against reporting this measure on 
the ground that they wanted no work- 
men’s compensation protection for em- 
plovees in the district unless it provided 
for a federal monopolistic state fund to 
take care of the insurance feature. In 
other words the needs of the employees 
in the district were swept aside and the 
merits of the bill absolutely disregarded. 
As a result of this opposition, the em- 
plovees of the district are still working 
under the antiquated employer's liabil- 
ity system. Yet this year these same 
people are asking Congress to pass a 
monopolistic state fund measure which a 
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prominent welfare organization, located 
outside of the District of Columbia, 
claims to have drafted. This was done 
without consultation with any of the 
business men’s associations in the dis- 
trict. In fact these business organiza- 
tions have all gone on record in opposi- 
tion to it. 

“The history of this case is much the 
same as that of others, wherein there 
is ayvitation for governmental interfer- 
cence with business. We find definitely 
organized minorities with their paid 
legislative representatives constantly agi- 
tating such proposals and playing politics 
to bring about results which should be 
hased upon facts developed through 
careful and mature investigation. As long 
as organizations favoring this type of 
legislation exist we may expect to have 
such measures introduced in our legis- 
latures. 

“During the recent hearings on the 
Fitzgerald bill, one witness pointed 
out that monopolistic state funds are to 
an extent political and indicated in sup- 
port of this contention the experience of 
North Dakota. His testimony shows 
that the Non-Partisan League adopted 
a monopolistic workmen’s compensation 
plan about the same time it put the state 
in the banking business, the grain ele- 
vator and other forms of industry as 
well. Further on he brings out the 
thought that in spite of the fact that 
North Dakota is a farming state the 
compensation act adopted does not ap- 
ply to agricultural laborers, although it 
does cover the 50,000 employees of the 
industries of the state. 

“At one time during the hearings on 
the Fitzgerald bill, IT was informed that 
self-insurance would be allowed to em- 
ployers of the District of Columbia if 
the representative of organized labor 
would approve it. It developed, though, 
in the testimony of this representative 
that labor did not want self-insurance 
anymore than it wanted mutual insur- 
ance and stock insurance. The result 
was this feature was not incorporated. 


Prospects 


“T thoroughly believe this unsound 
principle of monopolistic workmen’s in- 
surance administration is doomed. As 
partial evidence let me direct your at- 
tention to the fact that all the monop- 
olistic workmen’s compensation meas- 
ures, with the exception of the one in 
North Dakota, were adopted when the 


principle of workmen’s compensation was 
still new. It is a fair assumption, there- 
fore, that the citizens of the 18 states, 
exclusive of North Dakota, which have 
adopted workmen’s compensation laws 
since 1915 have not been very much im- 
pressed with the results secured by this 
governmental experiment. North Dakota 
adopted a monopolistic workmen’s com- 
pensation law in 1919 during which time 
the Non-Partisan League was putting the 
state government into various forms of 
p' ‘ivate enterprise. 

“Where there is an organized force, 
financially equipped, to advocate and 
urge the adoption of monopolistic funds, 
it behooves insurance men to take some 
form of constructive action which will 
vive legislators and the public the neces- 
sary facts. Insurance is sound. It is 
a service institution. Those affiliated 
with it owe to the institution the duty 
of protecting it and the welfare of 
policyholders. There are various methods 
for bringing this about. 


Issues Premium Table for 
Mutual Savings Banks 

The Towner Rating Bureau has issued 
a table of premium rates for Mutual 
Savings Banks covered under the bank- 
ers blanket bonds which reads as fol- 
lows: 

For Mutual Savings Banks only Stand- 
ard Form No. 2 without misplacement in 
penalties of $25,000 and less takes the 
following scale of premiums: 


$10,000 not more than 6 employes............ $400 
12,500 not more than 6 employes............ 420 
15,000 not more than 10 employes............ 440 
20,000 net more than 10 employes............ 480 
20000 not more than 15 employes............ 520 
25,000 not more than 10 employes............ 520 
25,000 not mere than 15 employes............ 560 
25,000 not more than 20 employes............ 600 


These premiums and minimums are 
limited strictly to Standard Form No. 
2 without misplacement. If “Misplace- 
ment Rider” is added there is an addi- 
tional charge of forty per cent. computed 
on the above premiums for the “Mis- 
placement Rider.” 

Increased zone coverage will be fur- 
nished at the rates and minimum given 
at page 10b of the manual. 

Premium is puree ager on the total 
number of the bank’s officers and em- 
ploves from caine downward and in- 
cluding any president or vice-president 
active in its affairs. 
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Two New Insurances By 
Italian Government 


UNEMPLOYMENT AND OLD AGE 


List of Cases Where Insurance Does 
Not Apply; Act Applies Also To 
Italians In Colonies 


The Italian Government has recently 
put into operation an entirely new 
scheme dealing with unemployment in- 
surance and has also revised the laws 
previously in force for sickness and old 
age insurance. 

Both forms of insurance are com- 
pulsory. In the former case the act cov- 
ers all people between the ages of 15 
and 65 inclusive, working for wages or 
salaries paid by others, except in certain 
specifically defined cases: 

Agricultural laborers, except for some 
special categories that may be later de- 
termined by the Minister of National 
Economy. 

Employes whose monthly pay exceeds 
800 lire and also employees in public 
work or private enterprises where con- 
tinuous work is assured. 

Persons who work in their homes even 
though for the account of others. 

Domestics, janitors, and, in general, 
all persons engaged in family or domestic 
services, 

Persons employed in artistic pursuits, 
theatres, or moving picture establish- 
ments. 

Persons whose compensation consists 
in sharing profits or the products of a 
business. 

Permanent laborers and employees of 
the government, state railways, the 
roval household, provinces, communes, 
and public charitable institutions, or en- 
terprises operating public transport ser- 
vice and subject to the law enjoining 
equal treatment to employees. 

Persons who work only occasionally 
and intermittently in the employment of 
others. 

Persons who are exclusively occupied 
with work that is completed every year 
in a period of less than six months. 

Embodied in the act is a statement 
that it has been instituted to pay sub- 
sidies to workers suffering from involun- 
tary unemployment. It, however, is dis- 
tinctly stated that it is non-operative in 
occupations where seasonal unemploy- 
ment normally exists, nor are benefits 
granted when unemployment is caused 
by strikes, riots, lock-outs, or other con- 
flicts between employer and employed. 

Voluntarily relinquishing work by a 
laborer or discharge due to his own fault, 
are contingencies not provided for un- 
til thirty days after cessation of work. 
The premiums paid are equally con- 
tributed by employer and employed. 


Sickness and Old Age 


The sickness and old age insurance is 
primarily to provide pensions in cases of 
old age or inability to work, but it also 
grants a temporary monthly pension in 
the event of death as well as for pre- 
vention and cure of sicknesses. This 
insurance is compulsory. For persons of 
both sexes of the ages mentioned above, 
employed in any capacity in industry, 
commerce, agriculture—inclusive of hunt- 
ing and fishing—public service, liberal 
profession, or as domestic or personal 
servants. The law, however, does not 
attach to those classes receiving emolt- 
ments amounting to 800 lire per month. 
There are also certain other exemptions 
made in the case of employees of the 
state and seamen in the mercantile 
marine. The act applies equally to 
Italians residing in Italian colonies. 
One-third of the premium is paid by the 
employer, one-third by the employeé, 
and the remainder by the state. 





INDEPENDENCE OUTING 
The metropolitan office of the In- 
dependence Indemnity is holding its sec- 
ond annual outing tomorrow at Gillies 
Hotel, Great Kills, Staten Island. 
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Amended Prison Law 
Raises New Situation 


EFFECTS RETIREMENT SYSTEM 
Additional Benefits Gained by Convicts 
Causes Radical Changes to Status 
of State Prisoners 





An interesting situation has arisen out 
of the amended prison law of New York 
that apparently was not considered at 
the time of its enactment, additional 
benefits having been gained by convicts 
in state institutions which changes rad- 
ically the status of such inmates. 

Under the provisions of the new law 
the prisoner becomes an employe of the 
State and he is. to receive wages out of 
the profits derived from the sale of 
prison made goods. It is estimated 
under favorable circumstances, if the 
new system works out as claimed by its 
sponsors, that the prisoner may earn 
about $1.30 per day. 

There is not much question but what 
the prisoner in becoming an employe of 
the State is entitled to all of the benefits 
of the workmen’s compensation law as 
to hazardous employment and occupa- 
tional diseases, for the law now includes 
all state employes. Here the question 
arises as to whether the prison depart- 


ment will make contributions of pre- 
mium to the state fund or whether the 
state must assume the entire responsi- 


bility by appropriation. Premiums would 
naturally come out of moneys received 
from sales of goods and wages to em- 
ployes, that is convicts, are to be paid 
out of profits, and the workmen’s com- 
pensation law forbids the employer from 
charging any part of the premium under 
workmen’s compensation against the 
wages of the employe. 
Retirement Advantage 

The second indirect benefit gained by 
the convict, applying particularly to the 
long-termer, is the advantage of the em- 


ployes’ retirement system. The em- 
ployes’ retirement system is open to all 
persons in the state service. Member- 
ship cannot be denied an applicant on 
account of loss of citizenship and it is 
entirely logical to suppose that the 
prisoner sentenced for a twenty-year 
term might, with due propriety, become 
a member of the retirement system. As 
a matter of fact the law provides that 
civil service employes on entering the 
State service must become members of 
the system and the mandatory provi- 
sions might be held to apply to convicts. 

Take for example a prisoner sentenced 
at age 35 to state prison for twenty 
years. At $1.30 per day he would earn 
about $400 per year. His contribution 
to the pension fund would be approxi- 
mately $25 per year. At the end of 
twenty years, the prisoner is discon- 
tinued from State service “through no 
fault of his own.” The law says: 

“An annuity of equivalent actuarial value of 
his accumulated contributions, and, in addi- 
tion, a pension beginning immediately having a 
value equal to the present value of a pension 
beginning at age sixty of one-seventieth of his 
final average salary multiplied by the number 
of his years of prior service, plus one one-hun- 
dred-and-fortieth of hig final average salary 
multiplied by the number of his years of service 
as a member.” 

This means that the prisoner’s accu- 
mulated contributions would buy him at 
age 55, an annuity of about $40, to which 
would be added 20/70th’s and 20/140th’s 
of his average annual salary of $400, or 
$171, giving him a total pension of $211 
a vear, an amount much in excess of the 
original pension of $7 per month granted 
to veterans of the Civil War. These are 
approximate figures. 


WILLIAMS TRANSFERRED 

William H. Williams, manager of the 
liability department of the metropolitan 
office of the Fidelity & Casualty, at his 
own request, has been transferred to the 
company’s Detroit office in charge of 
audits. As a token of esteem Mr. Wil- 
liams was presented with a handsome 
traveling bag by his associates and 
agents at the metropolitan office. 


PLATE GLASS REVIEW 





1923 Premiums Totaled $15,414,706; Loss 
Ratio of 424% Normal; Two Rate 
Increases Made 


A brief review of the plate glass in- 
surance business may be summarized as 
follows: The total premiums for 1923 
amounted to .$15,414,706, compared to 
$13,663,242 for the previous year. Con- 
sidering the actual average increase in 
the rates during the year, one increase 
in New York and another throughout 
the country, New York City excluded, 
during 1923, an actual increase in busi- 
ness is indicated. Neither increase, 
however, covered the entire year. One 


.took place on April 1, and the other on 


May 1. 

The ratio of losses for the year 1923 
incurred to premiums earned was 4214%. 
This figure was normal for 1923. The 
aim in fixing the 1923 rates was to keep 
within the normal loss ratio, which as 
stated, was the figure arrived at after 
due allowance was provided for a saving 
of 2'%4% required by the new rules for 
acquisition cost. 

During 1923 a new manual was issued 
for use in New York State. This was 
made necessary by the requirement of 
the Insurance Department of New York 
State that preparations be made to 
comply with the amended insurance law 
which provided for the filing of sched- 
ules of classifications that showed pre- 
miums and losses in each class and 
location. 


MOVES DEPARTMENTS 

The Royal Indemnity has moved its 
accident and health department from the 
third floor of its home office building 
across the street to the second floor of 
62 Maiden Lane. The company has also 
moved its legal department and its bond- 
ing and claims department to the third 
floor at 62 Maiden Lane. These changes 
were made necessary by the lack of 
space in the home office building for 
these growing departments. 


. e . . 
Auto Liability Rates 
(Continued from page 28) 

44% higher than the W rate, and so on, 
we analyzed the pure premiums. still 
further; that is we broke them up into 
their component parts, claim frequency 
and average claim cost. As I pointed 
out before, we had in addition to losses 
and cars insured, the number of claims 
directly attributable to those cars. By 
relating the number of claims to the cars 
insured we were able to get a figure for 
claim frequency; i. e. the number of 
claims per hundred cars insured; and by 
dividing the losses by the number of 
claims we obtained the average cost per 
claim. These two items—claim frequency 
and average claim cost—multiplied to- 
gether give the pure premium. 

Now, when we set down the claim fre- 
quency and claim cost alongside of the 
different symbol groups in the different 
territorial divisions we found this to be 
the case; that the W, X, Y and Z cars 
had about the same claim frequency, but 
that the claim cost ascended regularly 
from the W to the Z classifications. For 
the cars in the Ford and Chevrolet 
group, the average liability claim was 
$282, but for cars in the Pierce-Arrow 
group, the average claim was $371. And 
so we proved that a difference in claim 
cost on the cars in the four symbol 
groups, accounted for the difference in 
loss cost to the companies, and the sta- 
tistics themselves gave the measure of 
that difference. 


CONTINENTAL APPOINTMENTS 

The New York office of the Continental 
Casualty has appointed William Karl, Jr., 
of Passaic, N. J., as general agent for all 
lines. The company has also appointed as 
general agents for all lines: H. H. 
French, Easton, Pa., and W. D. Smith, 
Philipsburg, N. J. 


H. Bell & Co., Augusta, Ga., have 
been peitine general agents by the 
Eagle Indemnity. 
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The Utmost in Value 


Hl Maryland Casualty Automobile. Policy is one of IN- 
Many companies issue an indemnity policy 
which agrees to pay what the policyholder is obliged to pay 


The Maryland policy pays first and does not depend upon the 
policyholder’s ability to pay. 
his credit remains unimpaired. 
tected although insolvent or bankrupt. 


His finances are undisturbed and 
The assured’s interests are pro- 


There are many other valuable features that go with the 
It covers anyone legally operating the car, whether a 
member of the family or any person running the car with the 
Conveniently located claim divisions 
throughout the country and over 5000 agents are ready to serve 


CASUALTY INSURANCE 


polic yholders who may have 


should be attached. 


The Company will investigate claims even if groundless, and 
will pay, in addition to limits specified, the cost of investigating, 
court costs and interest after entry of judgment. 

The Company is represented in every state in the Union, 
Panama and Porto Rico. 


Alaska, (¢ 


‘anada, Mexico, Cuba, 


The Maryland Casualty Company is a stock company with 
total resources of over $32,000,000. 


features or policy fees. 


With these and other 
holders receive the utmost in 


BALTIMORE 


SURETY BONDS 





accidents while touring— 
issuing of attachment bonds and paying of premiums if cars 


The first cost of the policy is the last. 


good features, the 
value. 


Maryland Casualty Company | 


Home Office Buildings 


including 


There are no asssessment 


Maryland policy- 
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Hartford Agents’ 
Post Card Campaign 
FOUR COVERAGES ARE PUSHED 


Clever Artists Prepare Material For Use 
In Selling Auto Liability, Burglary, 
Accident and Surety Insurance 


Harttord 
end ny to 


\ccident & Indemnity 
United States 
uling postal cards in order to stimu 

production in four different divisions 


agents tour 











The next issue of the local paper 
told of the daring burglary. 


Good safes stop many a crook, but 

it pays to make doubly sure. 

Carry adequate Burglary Insurance 

in the Hartford Accident and In- 

demnity Company. Order policies 

to cover both your residence and 
your place of business. 





of insurance automobile lability, burg 


lar AC 


ident and surety. Two of the 
cards are reproduced herewith. On the 
iddre ide of the cards is room for the 
addre of the prospect, and, in the case 
of the burglary card (to use one ex 














HIS car owner did his best to avoid the 

child, but there was a truck pulling up 
to the curb and the youngster dashed out from 
behind it right into the middie of the road and 
died shortly after the accident. The parents 
brought suit for $20,000. 

When you're summoned to appear 
in court you appreciate the value of 
Automobile Liability Insurance in the 
Hartford Accident and Indemnity Co. 





ample), is a 
reading : 
pend on 
which are 


box next to the address, 
“Burglary insurance rates de- 
a number of factors, many of 
in your control. Call on this 
agency for complete information.” There 
follows the name and town of the agency 
and street address, if necessary, of the 
agent sending the card. 


eno 





The Hartford says: “A number of 
our agents have found this type of postal 
card advertising can be used very ef- 
fectively in increasing their business. 
We are offering you this series of four 
cards that you may take advantage of 
an idea that has been tried and found 
good. The illustrations for each of these 
cards have been made by skillful adver- 
tising artists and the advertising and 
printing departments of the Hartford 
Accident & Indemnity have worked to- 
vether to turn out a series of mailing 
pieces that we hope you will be proud 
to send to your prospects.” 


Coal Mine Accident Figures for 
April Show Increase over 1923 


\ccidents at coal mines during the 
month of April resulted in the death of 
234 men, according to reports received 
from state mine inspectors by the In- 
terior Department, through the Bureau 
of Mines. The fatality rate for the 
month was 6.44 per million tons of coal 
produced, as compared with 3.71 for 
\pril last year and a 4.94 average for 
April during the 10-year period 1914-23. 

During the first four months of 1924, 
Bureau of Mines records show a total 
ol 993 lives lost, indicating a death rate 
of 5.00 per million tons. For the same 
period last year the rate was 4.08. The 
4-month average rate for bituminous 
mines alone was 5,03 in 1924 and 3.84 
in 1925; tor anthracite mines alone it 
was 5.19 in 1924 as compared with 5.36 
in 1923, 


NEW BUFFALO GENERAL AGENT 

The Eagle Indemnity Company an- 
ounces the appointment of Harry P. 
Brainard as general agent for Buffalo 
and vicinity. Mr. Brainard is widely 
known having been identified with the 
insurance business for many years. His 
office is well equipped to render excel 
lent service in all casualty and bonding 
lines. 
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Three Re-Opened Cases 
Of N. Y. Compensation 
HAD TO MAKE MORE PAYMENTS 


Strange Case of Girl In a Hat Store; 
a Ford Motor Co. Accident 


All of the companies writing com- 
pensation insurance have had experi- 
ences relative to re-opened cases. Three 
of the experiences of the United States 
Fidelity & Guaranty in New York State 
with such cases, i. ¢., where compensa- 
tion was paid in the beginning and the 
cases closed only to be re-opened, fol- 
low: 

One is the noted case of Tillie Cop- 
pinger versus Josepha A. Corporation, 
the accident having happened February 
5, 1919. The cause of the accident is 
viven as heavy wooden block in millinery 
establishment fell, causing a slight pain 








i reaching service. 


| unusually effective. 


George W. Yuengling, 
Eastern Manager, Surety Dept. 
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CALIBER 


Agencies with extensive business require extensive service. 
Of what caliber should their company be? 


1 Large enough that its facilities shall be ade- 
quate for their requirements. 


2 Broad enough in experience to render a far 


| 3 Small enough that its officers may be thor- 
| oughly in accord with the agency’s program 
and heartily in sympathy with what they are 
working to accomplish. 


| The Continental is large enough to serve big business in all 
_ Casualty and Surety matters—and small enough to accord 
| cach representative’s problems personal attention. 


Its official staff is composed largely of men who formerly were 
personal producers. Therefore, they know the agent’s prob- 
lems as only he himself can know them. And their long ex- 
perience in solving such problems makes Continental service 


Good openings are available in both New England territory 
and the Eastern field for desirable general agency connections. 


Continental Casualty Company 


75 Fulton Street 
New York 














Arthur H. Wright, 
Executive Special Agent 
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in the right wrist. There was no dis 
ability until May 8, 1920. The injured 
Was examined at various times by some 
of the most prominent physicians in New 
York City in the various hospitals, and 
the disability was diagnosed as_ pol- 
varthritis of the joints. She stated to 
one doctor that she dropped a hat box 
because of a sudden weakness in her 
right wrist. There was absolutely no in- 
jury so far as our investigation ever 
divulged. Notwithstanding this fact, 
however, the Commission awarded her 
compensation, and the case has con- 
tinued up to the present time, having 
been closed originally on December 13, 
1920, upon the payment of $962.50 com- 
pensation, $529.05 medical, and $87.05 
compensation expense. The case was re- 
opened on February 24, 1921. An award 
for further compensation was made up 
to April 7, 1922. Further award was 
imade on October 11, 1922. Compensa- 
tion has been paid since that time at the 
rate of $14.10 per week, amounting up 
to date to $3,500, and we are now at- 
tempting to close the case on the ground 
that the Commission was without juris- 
diction to make further award because 
the rights and liabilities of the parties 
are determined within the meaning of 
the statute on the day of the accident, 
and that the present disability is not the 
result of the alleged accident. 

There is the case of the Ford Motor 
Company versus E, A. Simmons. The 
accident happened June 21, 1923. Nature 
of injury, punctured scalp wound due to 
operator striking head on air hammer 
suspended from the ceiling. Compensa 
tion amounting to $176.67 covering a 
period of 16 5/6 weeks was originally 
paid with medical amounting to $177.15. 
Subsequent information showed _ that 
there was a fracture of the left frontal 
parietal region with slight depression. 
The case was re-opened and demand 
made by the claimant for $1,000 lump 
sum. Medical reports have been re- 
quested and the claim is now in process 
of adjustment. 

Another case is Hart Contracting 
Company versus Daniel L. Kreider. 
Date of accident November 15, 1923. 
Nature of accident, wrenched back while 
unloading lumber from auto truck. Case 
closed on January 16th, 1924, upon the 
payment of an $8 medical bill. Since 
that time the injured has asked for a 
rehearing on the ground that he is suf- 
fering from severe back injury. Sur- 
geon’s report shows that the man _ has 
sustained a severe sprain of the back 
resulting in what is called an arthritic 
back; that the man is able to do some 
work at the present time, and that there 
should be no total disability. Payment 
of compensation amounting to $420, cov- 
ering a period of twenty-one weeks, has 
been made, and the case continued on 
the Commission’s calendar until June Ist, 
at which time it came up for further 
hearing. pete pees 

P. R. WILBUR PROMOTED 

The Metropolitan Casualty has promoted 
l’. R. Wilbur, supervising special agent, to 
assistant superintendent of the agency 





department at the company’s home office. 
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Pon. Richard E. Enright, Police Com- Brigadier General Smedley D. Butler, Mr. W. H. Cameron, Managing Direc- 






nussioner of the City of New York. Director of Public Safety, City of tor, the National Safety Council, 
One of his problems is the handling of Philadelphia. On leave of absence Chicago. An instituticn devoting its 
traffic and the reduction of automobile from his command in the Marines in an energies toward better and safer con- 
accidents in the most crowded streets effort to bring safer conditions to the ditions of every kind throughout the 
in the world. Quaker City. Nation. 






















The Board of Judges 


Three famous authorities who will award the prizes in the 
Independence Contest for the reduction of automobile accidents 





Perhaps no three men in the world are so well qualified to decide 


on the merits of suggestions for reducing the public hazards of 
automobiles. 





Nothing short of an earnest effort toward the solution of a national 
problem which is causing thousands of deaths and hundreds of 


thousands of accidents each year could have induced these men 
to such service. 


With their cooperation and that of 150,000 Insurance Agents and 
Brokers we hope to find a way of reducing the 


appalling number of automobile fatalities and 
injuries. 








The contest with prizes totaling $1,750, open to all 
Insurance Agents and Brokers, closes on June 30th. 
Full particulars may be had from any Independence 
Agent or from the Home Office in Philadelphia. 


Independence Indemnity Company 
Head Office: PHILADELPHIA 


CHARLES H. HOLLAND, President 


This Company maintains human relations with its Agents, Brokers and Policyholders 
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Stability 


When we think of stability, we think of something strong, well 
established, firm and enduring. It gives the impression of perman- 
ency built upon a foundation of everlasting rock. 


Stability, fire insurance-wise, means a company of long standing, 
a fixture in its field of enterprise and one that has stood the test of 
fire through conflagration. Vast resources and the ability to pay 
when losses come are also characteristics of the word applied to 
insurance protection. 


Stability is an essential of sound insurance protection. 


A policy in The Home of New York provides the protection of 
America’s Largest and Strongest Fire Insurance Company. 
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